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COMPANIES DIFFER 
AS TO POCAHONTAS 
TANNERY CLAIMS 


West Virginia Loss Compromised By 
Some; Others Think it Should 
Go to Courts 
SOME 


UNUSUAL FEATURES 


Manufacturing Processes Exemption 
Provision of Standard Fire Policy 
Under Legal Review 


Adjusters throughout the country and 
lawyers, too, are getting a fine educa- 
tion in the elements of chemistry. This 
is because there has been before the 
attention of the loss departments for 
some months the loss of the Pocahon- 
tas Tannery Company which occurred 
on July 30 last at Durbin, W. Va. There 
was $1,524,000 insurance under general 
form covering on building, machinery 
and stock, including that in vats. 
| The Use & Occupancy was $251,000. 
Most of the companies interested in 
Use & Occupancy were also interested 
in the loss on the plant. 


Leach House Destroyed 
The leach house, upon which the loss 
was $30,185.50, was almost totally des- 


troyed and liability therefor was con- 
¢eded. There was, however, nearly $1,- 
000,000 worth of hides in the vats in 
the beam house and in the yard; and 
it was contended by the insured that 
ere would be a loss of nearly $400,- 
00 worth of these hides by reason of 
the fact that, owing to the burning of 
the leach house, hemlock bark liquor 
could not be secured, and it would be 
necessary to use substitutes for the pur- 
se of completing the tanning proces- 
es: and, further, that by reason of 
is necessity the weight of the leather 
ould ultimately be reduced and the 
quality depreciated. 
} Translated into dollars and cents, the 
assured claimed a prospective deteri- 
Oration in the hides in the vats of 
$89,583.67. 
' The Question For Consideration 
The question which was presented 
or consideration of the companies was 
hether this prospective loss on the 
ides was covered, under the general 
form policies or under the Use & Oc- 
¢upancy policies; or whether it was 
Covered under either, the said loss be- 
& seemingly consequential and not of 
a direct insurance nature. 
i Companies submitted the questions 
volved to Cardoza & Nathan, New 
ork, and W. Calvin Chesnut, Balti- 
More, distinguished attorneys, who ex- 
Pressed the opinion that this was not 
a direct loss or damage by fire and that 


aside from this fact the companies 


A pel be exempt from liability on ac- 


; 


Ount of the manufacturing processes 

Provision of the standard policy. It 

Should be stated that some of the pol- 

fes were of the old New York stand- 

d form and some of the new New 

_¥ork*etandard form, but in the opinion 
(Continued on page 14) 
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Yesterday TODAY 


PHCENIX 


Assurance Company, Ltd., 


of London 
100 William St., New York 


A corporation which has stood the test of time! 140 years of 
successful business operation. World wide interests. Absolute 
security. Excellent service and facilities. 


Fire, Automobile, Rents, Rental Values, Use & Occupancy, Tor- 
nado, Sprinkler Leakage, Explosion, Riot & Civil Commotion. 


PHCENIX 


Indemnity Company 
75 Maiden Lane, New York 


Automobile, Public Liability, Workmen’s Compensation, Bur- 
glary and Theft, Accident & Health, Golfers, Plate Glass. 


Tomorrow 


Snead 
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EQUITABLE LIFE 


Insurance Company 
OF IOWA 
A Company of Stability and Progress, 
Safety and Liberality 


Admitted 
Assets 


1923 


Insurance in 


Force 
1912 ............ $12,431,725.00 $ 67,326,327.00 
1922 ............ $44,995,738.00 $313,132,592.80 


The net return paid on funds left with the Company is 4.8 
per cent. 


Dee. 31 


For information regarding agencies 
Address: Home Office—Des Moines 











INTERNATIONAL LIFE 


OF ST. LOUIS 


Insurance in force $165,000,000.00 
New business1923 - - 60,000,000.00 


65% increase over 1922 


Good territory open in Ohio—Ind.—IIl.—Iowa—Neb. and Kan. Liberal 
arrangements for standard or sub-standard business. 


J. L. Babler, 


i 
a Vice-Pres. & Gen’! Mgr. Agencies, 








St. Louis, Missouri. 
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$3.00 a Year; 25c. per Copy 


PRUDENTIAL’S 1924 
COLOR ADS FEATURE 
AMERICAN HISTORY 


Dramatic Incidents in Lives of Thirteen 
Signatories of Declaration of 
Independence 
TIE STORIES TO INSURANCE 
In Spur, Life, Vanity Fair, Scribner’s, 
Century, Hearst’s, World’s Work, 
Atlantic, Review of Reviews 


For the time being, at least, The Pru- 
dential Insurance Company will discon- 
tinue publishing its fascinating adver- 
tisements built upon incursions into an- 
cient history and making a liaison be- 
tween events in the lives cf classic 
characters of the past and the needs 
of insurance. Little insurance ser- 
mons built upon the sayings and doings 
of Cato, Scipio, Noah, and other strik- 
ing figures which The Prudential for 
some months has molded into adg were 
discussed from one end of the country 
to the other. They certainly attracted 
a lot of attention in the insurance fra- 
ternity. The advertising men, them- 
selves, regarded the adg as unusually 
clever; many thought that they deliv- 
ered a life insurance 
effectively. 

In its 


message most 


general advertising for 1924 
The Prudential has drawn up a series of 
striking color advertisements along an 
entirely different line. They will feature 
stirring events in American history 
growing out of the signing of the Dec- 
laration of Independence. A series of 
thirteen ads has been prepared showing 
a dramatic moment in the career of 
thirteen signers of the immortal docu- 
ment, each representing a different 
state and each having a definite rela- 
tion to the signing of the Declaration. 
Out of all the men who attached their 
signatures, thirteen of the lesser known 
signers have been chosen for the ad- 
vertising displays. The company had 
two ideas in mind in preparing the ads. 
Acting on the theory that each sig- 
natory is entitled to a prominent place 
in the American hall of fame, it seeks 
to acquaint the people of the nation 
with facts about the thirteen personal- 
ities picked out as the central figure 
of the dramatic incidents in the chroni- 
cles which appear. It feels it is 
the patriotic duty of the American 
public to know all it can about its great 
historical personages. Every incident 
which will be featured in The Pruden- 
tial’s ads is tied up in some way in 
this series of incidents with life insur- 
ance, 
Pictures By Strothmann 

The pictures are drawn by Stroth- 
mann and the first of the series, which 
takes a dramatic incident from the life 
of Caesar Rodney, one of the Delaware 
signatories, is reproduced in this ar- 
ticle. 

The thirteen color ads are to appear 

(Continued on page 6) 
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Outstanding Features 
Of Insurance Growth 


IMPORTANCE 





ITS ECONOMIC 





James S. Elston of Travelers Discusses 
Developments in Business Before 
Science Body 





In an address before ‘the American 
Association for the Advancement of 
Sciences at Cincinnati this week James 
S. Elston, assistant actuary of the 
Travelers, reviewed the progress of 
life insurance during recent years. He 
showed the economic importance of the 
enormous amounts of life insurance be- 
ing bought by the American people 
both from the standpoint of the savings 
feature involved and the pure protec- 
tion element. The earlier phases of 
the business did not forecast the phe- 
nomenal growth of the past five years 
when the amount in force rose from 
$30,000,000 to $50,000,000, This was 
three times the gain in the preceding 
five years and equivalent to the gain of 
the preceding twenty-seven years. The 
five years 1918-22 produced over 13,000,- 
000 policies for $33,781,390,586 of insur- 
ance in the ordinary department alone. 
During the same period there were 
50,977,711 industrial policies for $8,- 
274,099,869 of insurance, 

Increase in assets ig a slow process 
for various reasons, Mr. Elston pointed 
out, practically all the increase during 
the last five years being accounted for 
by increases of $330,000,000 in policy 
loans, $1,100,000,000, in real estate mort- 
gages and $1,100,000,000 in bonds, about 
75% of the increase in bonds being in 
U. S. Government bonds. 


Surplus Grows Slowly 

There was a big drop in surplus from 
1917 to 1919, largely due to the losses 
paid during the influenza epidemic. 
The failure of surplus to recover to the 
former size is due partly to its natur- 
ally slow growth, the production of sur- 
plus being offset by all the forces tend- 
ing toward its distribution in dividends 
to policyholders and partly to loss of 
surplus inherent’ in writing a large 
amount of new business. While the 
expenses of selling and issuing life in 
surance are small compared with other 
businesses most of such expenses are 
incurred at the inception of the con- 
tract. 

The amount of surplus to each $100 
of assets in 1922 was $6 compared with 
$5 in 1918, $10 in 1917, $12 in 1912, $14 
in 1902, and $17 in 1882. In 1922 the 
total admitted assets were $8,652,318,- 
490; in 1917, $5,940,622,780. 

The annual premium income has 
doubled during the past seven years. 
Total income for the five years 1918-22 
Was $8,749,386,478, of which the pre- 
mium income was $6,727,765,197, the 
percent of the total being 76.9%. Most 
of the income other than premiums is 
of course from interest dividends and 
rents, which constituted 22.2%. One 
characteristic of the period is the in- 
creasing rate of interest earned, rising 
from 4.71% in 1903-7 to 5.09% in 
1918-22. 


Record Return to Policyholders 

There was returned to policyholders 
in 1922 over $1,000,000,000, the first 

‘time this sum was attained and an 
amount twice as great as in so recent 
a year as 1916. 

The most remarkable development in 
ordinary insurance in recent years, said 
Mr. Elston, is group insurance. The 
first contracts were issued in 1912 but 
the bulk of this insurance has been 
written during the past five years. At 
the end of 1922 the group insurance in 
force amounted to $1,8438,282,.289 and 
the death losses that year were $11,- 
739,853. Mr. Elston said that the eco- 
‘nomic significance of the $2,000,000,000 
group insurance almost entirely on the 
industrial and clerical workers of the 


nation was difficult to realize. In ad- 
dition to group there is the various 
types of wholesale insurance not com- 
ing under the group classification. 
Development of Disability 
Perhaps the most significant develop- 
ment of life insurance during the last 
five years from the standpoint of the 
ordinary policyholder is the greater 
benefits provided under disability pro- 
visiong&. The first such benefit, ana- 
logous to the one at present issued, was 
introduced in 1904 as an agreement to 
waive the payment of all future pre- 
miums in event of total and permanent 
disability, so that life insurance could 
be kept intact without a drain upon the 
policyholder to pay his premiums. In 
1911 this benefit was increased to pro- 
vide for the payment of the face amount 
of the insurance in twenty annual equal 
installments, the balance of the insur- 
ance, of course, being paid in a lump 
sum in event of death. This avoided 
the payment of premiums and gave a 
small income obtained, however, as 
partial prepayment of the policy itself. 
In 1913 this benefit was further in- 
creased to provide the equivalent of 
maturing the policy for its full face 
value upon approval of permanent and 
total disability. It was not until 1916 
that the present disability provision in 














PROSPECTS. 





We are giving them to our salesmen at the rate of 
40,000 PER YEAR 





Established 
1878 








its essential form was adopted, provid- 
ing for the waiver of premium and the 
annual payment of one hundred dollars 
per $1,000 following disability without 
reducing the amount of insurance. The 
present clause in general use is the 
same except that a monthly income of 
$10 per thousand is paid without im- 
pairing the insurance. Various modi- 
fications of this are in use among which 
is one that provides that disability in- 


We Help Our Salesmen 


BANKERS LIFE COMPANY 


Des Moines 





Geo. Kuhns 
President 





come will be paid following proof of 
three months’ total disability. 

The development of this disability 
provision has been not only in the bene- 
fits offered but in the fact that until 
recently comparatively few companies, 
most of which were small western com- 
panies, issued this clause, whereas now 
practically all companies, including the 
largest, issue it on a large proportion 
of their business. 




















an en a es eR A 


Ten Thousand Leads in One Month 


“It is the cooperation which I have had from the Union Central 
and its Officers that binds and ties me to the Company.” 


This is only one of the many expressions 
of appreciation received from our Agents. 
10,000 leads in one month were furnished 
from one circular alone. Such “Teamwork” 
insures success to Union Central Agents. 


For Agency relations write the Home Office. 


The Union Central Life Insurance Company 


Cincinnati, Ohio 


























January 4, 1924 0 ee ee 


THE EASTERN UNDERWRITER 





Life Companies Give 
1923 Paid Estimates 


THE YEAR SHOWS INCREASES 





Figures of New York Life, John Han- 
cock, Mutual Life, Union Central 
and Others 


The Berkshire Life estimates its paid- 
for in 1923 at $19,000,000. In 1922 it 
was $16,000,000. 

The Bankers Life of Iowa _ paid-for 
in 1922 was $120,167,000. For 1923 it 
estimates paid-for at $122,000,000 which 
will include increased and _ restored 
lines. 

The Connecticut General estimates 
its paid-for issue of 1923 at $140,000,000. 
In 1922 it was $127,000,000. 

The Connecticut Mutual will pay for 
$79,400,000; possibly more. ‘For 1922 it 
was $68,000,000. 

The Fidelity Mutual closes the year 
1923 with a paid-for of close to $50,000,- 
000. In 1922 it was $40,837,562 

The estimated paid-for business of 
the John Hancock is $168,000,000 Ordi- 
nary; $129,000,000 Weekly Premium; 
Total, $297,000,000. This is straight is- 
sue and does not include revivals and 
increases. In 1922 it was $143,687,000 
Ordinary; $106,716,000 Weekly Premi- 
um. 

’ The Massachusetts Mutual estimates 
its 1923 paid-for at $165,000,000. In 1922 
it was $150,468,768. 

The Maryland Assurance wound up 
the year with about $4,000,000 paid-for. 
In 1922 the figure was $3,805,133. 

The Missouri State Life paid for 
$150,000,000, including group, increases 
and revivals. (The company paid for 
$104,383,609 in 1922. 

For eleven months of 1923 the Mu- 
tual Benefit paid for was $173,256,935, 
an increase over the corresponding el- 
even months of 1922 of $14,661.580. Last 
December its paid-for was $19,607,778. 
From December 1 to December 22 in- 
clusive its written business was nearly 
a million more than in 1922. 

The National Life of the U. S. A. 
paid for about $30,000,000. In 1922 it 
paid for $25,216,486. 

The National Life of Vermont paid 
for about $57,500,000 of new business, 
not including restorations or reversion- 
ary additions. In 1922 the company 
paid for $52,099,489. 

The paid-for in 1923 of the Pan-Amer- 
ican Life was $31,000,000. In 1922 it 
was $21,305,237. 

The Penn Mutual’s new paid business 
will figure about $193,000,000, the larg- 
est in the company’s history. In 1922 
it was $157,193,448. 

The Provident Mutual will pass $90,- 
000.000. 

The State Mutual paid-for in 1923 will 
be between $53,000,000 and $54,000,000, 
a gain of between six and seven mil- 
lions over the preceding year. 

A $13,000,000 paid-for business was 
done by the Security Mutual of Bing- 
hamton. In 1922 it was $11,174,000. 

The United States Life wound up the 
year with about $3,750,000. 

The New York Life paid for in the 
neighborhood of $692,000,000, which 
does not include policies revived, in- 
creased by change or dividend addi- 
tions. In 1922 the company paid for 
$628,378,385. 

The Mutual Life’s paid-for will be in 
excess of $400.000.000 for 1923. In 
1922 it paid for $329,465,930. 

The Reliance Life, Pittsburgh, will 
pay for approximately $55,000,000 life 
insurance; $47.000.000 accident and 
health; and $165.000 weekly indemnity 
health insurance for 1923. 

The Volunteer State Life estimates 
its 1923 paid-for at $14,000,000. In 1922 
it paid for $13,005,670. 

The Union Central Life’s paid for 
business in 1923 exceeded $160,000,000. 

The Indianapolis Life paid for about 
$10,000,000, 














THE PROMISING 
NEW YEAR 


A new year is at the dawn and as it casts its first 
gleam over the horizon of the present it lights up tn 
resplendent colors the vision of the greatest future ever 
presented to man. In the distance shines the great goal 
of ambition, like a snow-capped mountain reflecting 
the first rays of the morning sun. 


It is the season of resolutions, when men, confident 
of bigger successes, resolve to pay the debt they owe to 
their famtly and humanity by accomplishing bigger 
things. { 


All of us have ability but some of us don't realize 
that it comes from shaking off fear and arming our- 
selves with knowledge, enthusiasm and zeal. The great 
leaders of the world are men who caught the inspira- 
tion of real service and climbed out of the rut. They 
realized that there was no excuse or apology for 
mediocrity. They were ashamed to admit defeat and 
they, therefore, succeeded. 


The great leaders of the future will be men from 
the rank and file who, taking stock of themselves, dis- 
card weakness and inactivity and put on the armor of 
determination, doing today whai others would put off 
until tomorrow. Optimism will dominate their thoughts 
and actions and the word “if” will not be recognized. 
They will get up on the high road and face the goal 
with confidence, and though the way may seem long 
they will know that it is the shortest route, for consci- 
entious service means success and success has its own 
innumerable rewards. 

Prudential Weekly Record. 


The Prudential 


Insurance Company of America 
Epwarp D. Durristp, President 


Home Office, Newark, New Jersey? 


If every wife knew what every widew 
knows, every husband would be insured 








The Travelers’ Year 
The Travelers Companies growth in 
round numbers is shown by these fig- 
ures: 













New Life Insurance Paid for..over $ 690,300 000 
CREM sci ia nuanncnnncesseadbaniaus ” —$ 134.100.0000 
Total Life Insurance in Force.. ” 437 ,000, 
Gain ” $ 381,000,000 
Paid Life Premiums «es ” $ 54 900,000 
GORI cana duaddacsaacus coe ™ § 8,100,008 
Paid Accident and Health Pre- 

SOIMOUN sed cnatncaccddnacuevends ” $ 11,500,000 
Cilael’ So cvocasieadesshiascuasaddios eet 690,000 
Paid Liability Premiums....... ” $ 4,000,000 
CEE 8 dks ceksankcccnnsadincsauwad = S 300,000 
Paid Automobile Liability Pre- 

WGN Scdavhacecscccaccanendaes ” $ 14,000 000 
GREE a cdcans waucduocsunuansaadin - 3 900,000 
Paid Compensation Premiums.. ” 15,800,000 
WME cna auncasdudutiniddavaan zane i 2,000,000 
Paid Boiler, Fly Wheel and 

Machinery Premiums ....... ”" $ 1.000000 
GURNEE sada veudcicdascenckatuludcou ~ Ss 150.000 
Paid Burglary Premiums....... ” $ — 1,900.000 
Paid Plate Glass Premiums... ” $ 700,000 
Total Premium Income....... *” —$ 104,200.000 
CUISU - acnnanedendetntectanades coe @ § WOO 
Fotal TneOme: 0... ccvssesnccsess ” —$ 117.800,000 
GUtN > panducecasens chauwed dead ” $ 11,500,000 


Illinois Life 

The Illinois Life announces that its 
outstanding insurance on December 29, 
1923, was more than $150,000,000, which 
is an increase of $9,000,000 as com- 
pared with a gain of $5,000,000 during 
the year 1922. Its admitted assets 
amounted to over $23,500,000, which is 
an increase of over $2,000,000. Its in- 
come for the year 1923 was $5,000,000. 
The new paid-for insurance for the 
year ending December 31, 1923, will be 
over $25,500,000. The insurance writ- 
ten last year was $23,773,131 and in- 
surance in force was $141,088,375. 

The Phoenix Mutual Life estimates 
its paid-for business at the end of the 
year as around $52,000,000. In 1922 the 
company wrote $47,212,462. 

The Federal Life, Chicago, estimates 
its paid-for as $15,000,000. 

The Aetna Life’s paid-for straight 
life insurance production, exclusive of 
wholesale and group, will run between 
$220,000,000 and $225,000,000. 

The Old Line Life pays for approxi- 
mately $12,000,000. 

During the first eleven months of 1923 
the Northwestern Mutual Life paid for 
$277,894,974 and it is estimated that the 
total for the year, exclusive of addi- 
tions, will be samewhere between $300.- 
000,000 and $305,000,000. 





WRITES BIG BISCUIT CO. LINE 

One of the biggest producers in the 
Buffalo district is Charles A. Hinkley, 
who spends his time when he is not 
managing the affairs of the Buffalo of- 
fice of the New England Mutual Life, 
working on cases that promise large 
business. Mr. Hinkley recently was 
successful in writing $800,000 on the 
lives of Harry R. Templeton and Alex- 
ander Petrie, two Buffalo men who 
head a syndicate that recently bought 
the Ontario Biscuit Co. of the General 
Baking Co. Of this amount $750,000 
is payable to the company and the bal- 
ance to their families. 





C. HOPE KEDERICH’S YEAR 

The Grand Street branch of the New 
York Life, C. Hope Kederich, agency 
director, paid for $19,000,000 of insur- 
ance in 1923. 

In The Eastern Underwriter’s report 
of what other general agents did, pub- 
lished last week, it was said that the 
Phoenix Mutual here paid for $4,000,000 
premiums when it should have said 
$4,000,000 business. 





DIVIDENDS ON TERM 
As an aid to the conversion of term 
policies the Northwestern Mutual Life 
has decided to make available to five 
year term contracts issued hereafter 
the regular policy dividend option “d” 
as in the whole life form. 





BOOKSTAVER FIGURES 
The J. D. Bookstaver general agency 
of the Travelers estimates its 1923 paid- 
fer at $20.000.000. The agency will 
have a big luncheon today at the Hotel 
Commodore. 





At the meeting of the Johnstown 
(Pa.) Association of Life Underwriters 
W. S. Van Dyke, vice-president of the 
Peoples Savings and Trust Co. of 
Pittsburgh, was the principal speaker, 
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A necessity to insurance companies, bond houses, realtors, banks, municipal authorities, 
corporations and civil engineers. Has been highly endorsed by universities, members of 
the actuarial profession, realtors and leading bankers. 


~ FINANCIAL ENCYCLOPEDIA 


PIERRE ZALDARI 


Special Lecturer at the College of the City of New York. Author of 
“Annuities and Amortization Tables,” “Trade Acceptance Discount 
Tables,” “‘Parities of Foreign Exchange,”’ etc., etc. 


With an introductory note by: 


Professor Frederick B. Robinson, Ph. D., Dean of the School of 
Business and Civic Administration, The College of the City of 
New York. 


The solution of all financial problems, involving compound interest and discount, annui- 
ties and present worth of an annuity, amortization and sinking fund investments, parities 
and yields and the like may only be obtained by two processes. The first requires as a basis 
a command of the theory and use of logarit ims. The other process is furnished by the 
very practical and simple method given by th s book. 


500 PAGES OF TABLES 


Every rate from 4% up by 1/10, % and 1/6% for direct solutions, and 1043 intermediary 
rates from 1/100% to 11% for solutions by interpolation. 240 periods for direct solu- 
tions and any number of periods by interpolation. 


All calculations may be made for annual, semi-annual, quarterly, monthly and weekly peri- 
ods if desired, also from 3.65% per annum up calculations may be made for daily periods. 


Tables:—Compound interest, 1043 powers of 1.0001, Compound discount, amortization, 
periods required to accumulate a sinking fund of 100, Sinking funds, Periodical invest- 
ment, Present value of an annuity, Annual effective rate compounded monthly and daily, 
Multiples of capital, Logarithms, of (1+i) to ten decimal places, charts of amortization. 


Chapters—Compound interest and discount. Annuities and Amortization. Financing. 
Arithmetical and Geometrical charts. Parities and Yields. Financial terms. Problems. 


Each table has an introductory note giving the solution of its four fundamental problems. 


Contains the only complete tables for Compound interest and discount, annuities, amor- 
tization, sinking funds, etc. 


Contains a complete description of every known method of financing. 


Solves all problems on compound interest and discount which are the basis of all finan- 
cial transactions. 


Solves all financial problems for any rate of interest and for any number of periods of 
time, annually, semi-annually, quarterly, monthly and weekly if. desired. 


Explains a practical method of comparison of different classes of bonds to find the most 
advantageous investment, with the effective rate of interest as basis. 


It shows the method of obtaining the exact yield on investments for any rate of interest 
and for any number of periods of time, not only for bonds redeemable at par as the yield 
books show, but also for bonds redeemable at a premium or with prizes and also bonds 
redeemable by drawings. 


Shows the method of constructing the charts for loans arithmetical as well as geometrical. 
This is the book you need every business day. 

Limited edition 
600 pages 


1000 copies numbered 
84 x 11 Full morocco binding 


Price $50.00 net. 
Descriptive circular on request. 


The Eastern Underwriter 86 Fulton Street, New York 
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Frick Case From 
Federal Standpoint 


FUTURE TAXING OF 
Frederic G. Dunham in Brief Questions 
Application of Estate Tax to Pro- 
ceeds of Insurance 


PROCEEDS 





Interest in the suit brought by exec- 
utors of the Frick Estate to recover 
taxes collected under the Federal Es- 
tate Tax on the proceeds of policies 
payable to named _ beneficiaries, cen- 
ters chiefly in the features of the case 
contained in the argument and brief 
presented by Frederic G. Dunham, at- 
torney for the Association of Life In- 
surance Presidents, who discussed the 
general grounds of the case and its 
constitutional features whereas the 
Frick attorneys made their chief argu- 
ment on the interpretation of “proper- 
ty” under the Pennsylvania statutes. 

Mr. Dunham, who appeared at the in- 
vitation of the Frick attorneys, con- 
tended that the Federal statute does 
not impose the tax and that if the 
statute is capable of a construction im- 
posing the tax, the statute is uncon- 
stitutional. The Estate Tax is imposed 
only upon the transfer of the net es- 
tates of decedents, it was argued. If, 
standing alone, any one of the sched- 
ules under Section 402 would compre- 
hend items not belonging to the dece- 
dent at the time of his death and not 
constituting any part of his estate after 
death, such schedule must be under- 
stood as limited to items or objects of 
the character specified. To show that 
the policies involved constituted no 
part of the decedent’s estate, the brief 
cited the American Common Law Rule, 
which prevails in every state except 
Wisconsin, to the effect that unless 
otherwise provided in the policy the 
beneficiary acquires an_ indefeasible 
title to any contract of life insurance 
made payable to him. 

Not Part of Estate 

That title to policies of life insur- 
ance vests in the beneficiaries notwith- 
standing retention by the donor of the 


imposes a tax upon the items speci- 
fied. Subdivision (f) does not even 
purport to impose a tax but simply 
enumerates classes of property. 

Why Unconstitutional 

Mr. Dunham’s argument was that the 
tax and the statute, if it be construable 
to support the tax, are unconstitutional. 
More than $100,000 of the $6,338,898 Es- 
tate Tax imposed upon the Frick estate 
was computed upon the proceeds of 
eleven policies payable by several com- 
panies to persons other than the execu- 
tors, who were entitled thereto by con- 
tract right. These policies did not be- 
long to Mr. Frick at the time of his 
death and did not constitute part of his 
estate. Their proceeds were not paid 
to or received by the executors. The 
policies did not pass by will or under 
the succession, inheritance or transfer 
laws of Pennsylvania or other state. 
Although they were payable upon the 
death of Mr. Frick they were so pay- 
able upon their own terms and solely 
as a matter of contract. They were 
the separate and individual property of 
his wife and daughter. It is thus ap- 
parent that this insurance had no legal 
relation to the Frick estate. Never- 
theless the estate has been depleted by 
a tremendous addition to the tax on 
account of it, and it would seem that 
the provision (Sec, 408) for the recoup- 
ment of estates by recovery from the 
beneficiaries is unavailable. It was 
contended, therefore, that the tax and 
the statute, if capable of sustaining the 
tax, constitute the taking of property 
without due process of law in violation 
of the Fifth Amendment to the Consti- 
tution. 

In view of the patent unconstitution- 
ality of the construction put by the 
Government upon the Excise Tax and 
the more logical construction that the 
excess over $40,000 receivable by third 
party beneficiaries shall be considered 
in determining the value of the dece- 
dent’s gross estate and that life insur- 
ance which does not belong to the de- 
cedent’s estate shall not be included in 
the value of such estate, two courses 
would seem available to the court in 
this case. 

1. So to construe the statute as to 
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State Mutual Life Assurance Company 


of Worcester, Massachusetts 
Incorporated 1844 


Steadfast adherence to the principles of pure mutuality has built 
up a membership of policyholders in this Company who realize the ad- 
vantages of its constructive and progressive policies. 


Home Office co-operation with the Field Force has created a selling 
organization with which it is both pleasant and profitable to be 


STEPHEN IRELAND, Superintendent of Agencies 





D. W. CARTER, Secretary 











WORCESTER GENERAL AGENCY 

The Connecticut Mutual Life has es- 
tablished a new general agency at 
Worcester, Mass., under Edward L. 
Tucker. Dana M. Dustan, who has 
been representing the company in that 
territory, will continue as associate 
general agent. 





BIGGEST NOVEMBER 
The reported premiums of the Phoe- 
nix Mutual Life for November were 
the largest of any November in the 
company’s history and were 388% ahead 
of the corresponding month of 1922. 





At the “Credits” meeting of the Utica 
Life Underwriters Association last 
week, M. H. Cahill, assistant vice- 











HOME LIFE 


INSURANCE CO. 


NEW YORK 


WM. A. MARSHALL, 
President 





The 63rd Annual Report shows: 
Premiums received during the 
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That the Revenue Act of 1918 does 
not impose the Estate Tax upon poli- THE WESTERN AND SOUTHERN LIFE INS CO 
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lished in the argument, viz: 

(a) The tax is imposed on the es- 
tate or property of decedents only. (b) 
Life insurance policies payable to per- 
sons other than the insured are prop- 
erty of the beneficiaries. (c) Title to 
such policies vests notwithstanding 
change of beneficiaries. 

Congress did not intend the tax to 
apply to moneys received under pol- 
icies which were the property of the 
beneficiaries and had no relation to the 
decedent’s estate.. The opposite con- 
clusion could be reached only by sep- 
arating subdivision (f) of Section 402 
from its context and assuming that it 

















Build Your Own Business 


under our direct general agency contract 
Our Policies provide for : 
Double Indemnity, 
Disability Benefits, 
Reducing Premiums 
See the new low Rates 
JOHN F. ROCHE, Vice-Pres’t 


THE MANHATTAN LIFE 


INSURANCE COMPANY 


66 BROADWAY NEW YORK 
Organized 1850 


American Central Life 


Insurance Company 








INDIANAPOLIS 


Retablished 1899 





All agency contracts direct with the company 
FRANK J. HAIGHT 


CONSULTING ACTUARY 
Hume-Mansur Building 
Indianapolis, Ind. 
Hubbell Building 
Des Moines, Iowa 


Address: 


HERBERT M. WOOLLEN, President 
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PRUDENTIAL’S COLOR ADS FOR 1924 


(Continued from page 1) 


in the “Spur,” “Life,” ‘Vanity Fair,” ( 
“The Outlook,” “The Red _ Book,” 
“Hearst’s Magazine,’ “Country Life,” 
and those magazines known as the 
“Quality Group,” which are “Harper’s,” 
“Scribner's,” “Century,” “World’s 
Work,” “Atlantic Monthly,” and “Re- 
view of Reviews.” 

In addition to Delaware the states 
represented by the signatories of the 
Declaration of Independence are Vir- 
ginia, Pennsylvania, Massachusetts, 
Georgia, Maryland, New York, South 
Carolina, North Carolina, New Jersey, 
New Hampshire, Connecticut, and 
Rhode Island. 


Text of Story 
The reading matter in the Rodney- 


t 


“Delaware” was being called, he 
reached the Continental Congress. “I 
vote ‘Yes’” said Caesar Rodney, and 
sank fainting in his seat. 


History says sian of Caesar Rod- 
ney’s family, nor whether he sacrificed 
himself at their expense. Devotion to 
duty is far easier when Insurance pro- 
tects the loved ones who share all the 
sacrifice and get little of the glory. 

Quote From Coolidge 

There also follows a short sketch of 
Rodney’s career, a little talk on income 
insurance and the ad closes with a line 
from a talk made by President Cool- 
idge before The Prudential’s managers’ 
banquet at the Waldorf early last year 
reading as follows: “Every insurance 
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FIRST CUT TO BE USED IN PRUDENTIAL’S 1924 COLOR ADS 


Delaware advertisement is captioned 
“He Outrode Paul Revere,” and the 
text follows: 

Every school boy knows Paul Re- 
vere’s ride to rouse the nation. And 
General Sheridan’s famous ride to save 
the nation. 

But how many know about Caesar 
Rodney’s ride to make the nation? 

Paul Revere rode fourteen miles to 
warn his neighbors: Sheridan rode 
twenty miles to rally his own army. 
But Rodney, sick and alone, rode eighty 
miles through the storm as a duty to 
a nation he wouldn't live to enjoy. 

It was July 1st, 1776. The Declara- 
tion of Independence about to be voted. 
The Delaware delegation was split. Cae- 
sar Rodney. their leader, lay abed, far 
away and fur from well. A secret mes 
senger brought him the news. 

Up rose Rodney, torn with pain. Over 
eighty miles to Philadelphia he dashed 
in time to save his state the humilia- 
tion of not approving the glorious Joc- 
ument of freedom! Just as the name 


policy is a Declaration of Independence 
a charter of economic freedom,” 
The advertisements have been writ- 
ten by Harvey Thomas, advertising 
manager of The Prudential. 





IN CHARGE IN WEST VIRGINIA 

The Connecticut Mutual Life has ap- 
pointed John EK, Norman general agent 
for West Virginia and southeastern 
Ohio, succeeding John S. Sherritt who 
had resigned. Mr. Norman has been 
connected with that agency for some 
time and is well qualified to develop 
the business there. 





MUTUAL BENEFIT MEETING 

The Buffalo district agents of the 
Mutual Benefit Life will meet at the 
Hotel Buffalo, January 11 and 12. 
Oliver Thurman, superintendent of 
agencies, will be one of the speakers. 
About 100 life insurance men will at- 
tend. C. J. Monser, general agent for 
the Buffalo district is in charge of ar- 
rangements, 








Increase in Assets During Year 
Increase in Surplus During Year 
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ACACIA MUTUAL LIFE ASSOCIATION 


Formerly The Masonic Mutual Life Association of the District of 
Columbia 


see eee eee eseses 


OUR 1922 RECORD 


Increase in Insurance in Force (Paid-for Basis). . 
EXCERPT FROM CHARTER 
membership in this Association shal] be limited to Master Masons——” 


LOWEST PREMIUM RATES - LIBERAL DIVIDENDS - MASONIC SERVICE 
A FEW ADDITIONAL FIELD MEN NEEDED - 


WILLIAM MONTGOMERY, PRESIDENT 
Homer Building, Washington, D. C. 
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see. 6 $2,214,850.30 
431,446.67 
++ ee. 21,462,805.00 


A RARE OPPORTUNITY 




















@ The Missouri State Life extends its 
appreciation to the Agents of other 
companies whom it has had the pleasure 
of serving during the past year on 
Iixcess and Substandard Life, Health, 
Accident and Group Insurance. The 
Company is glad to announce that its 
brokerage service—with liberal first 
year commissions and guaranteed re- 
newals—will be continued in 1924. For 
full particulars apply to the Agency 
Department, 1501 Locust Street, Saint 
Louis, our nearest Branch Office or 
General Agent. 


We are not inviting men of other companies 
to break their present connections and come 
with this Company On the contrary, we 
urge them to give their own companies their 
loyal support, and all the business their own 
companies will handle. Our offer is only to 
serve them on such business as their own 
companies will not take. We feel we are 
doing a distinct service to insurance field- 
men; and that in offering to handle Sub- 
standard Life Insurance for them (that is, 
business their own companies will not write) 
we are rendering a real.service to the insur- 
ing public. 
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Pres. Kingsley 35 
Years With N. Y. Life 


HOME OFFICE CELEBRATES 





Veterans of Staff Hold Surprise Party 
in His Private Office; Present 
Him With Radio 


The home office of the New York Life 
celebrated the thirty-fifth anniversary 
of President Darwin P. Kingsley’s com- 
ing with the company on Monday with 
a surprise party in the President’s pri- 
vate office, participated in by the entire 
personnel of the home office and many 
others. A group of eighty-two persons, 
representing all of those who have been 
in the service of the company for 
thirty-five years or more, gathered in 
the ante-room of President Kingsley’s 
suite to await his return from luncheon. 
When Mr. Kingsley stepped out of the 
elevator into this room, two of the num- 
ber stepped up to act as escort. They 
wre Levi Darbee, who went with the 
company in 1864—the oldest employee 

-and M. B. Martin who joined the or- 
ganization in 1871. They escorted the 
President into his private office where 
great bunches of flowers had been ar. 
ranged around his desk. 

Vice-President Thomas A. Buckner, 
acting as spokesman for the group. con- 
gratulated President Kings'ey and on 
behalf of them presented to him a pow- 
erful and handsomely finished radio re- 


ceiving set. The flowers were the gift 
of the home office employees and the 
field. In expressing his thanks Presi- 
dent Kingsley reviewed the circum- 
stances of his coming with the compa- 
ny, touched on some of the important 
events and closed by saying that one 
of the finest things about the company 
was the spirit and loyalty of its person- 
nel. 

Mr. Kingsley recalled that he now 
ranks seventy-fourth in points of length 
of service with the company. He said 
that when his term of office as insur- 
ance commissioner of Colorado expired 
in 1889. George W. Perkins came to 
Denver to make him an offer to come 
with the company which resulted in 
his becoming inspector of agencies at 
Boston. It was only three or four years 
later that he was called to the home 
office to become superintendent of agen- 
cies in 1892. He was made third vice- 
president and a trustee in 1898, vice- 
president in 1903 and president in 1907. 

President Kingsley then shook hands 
with the entire personnel of the home of- 
fice numbering about 2,300 persons who 
passed in a line through his office. Aamony 
those in line were Mrs. Kingsley, his 
son Walton P. Kingsley, an assistant 
secretary of the company, the officers, 
and the following directors: Frank 
Presbrey, the advertising man, J. J. Uul- 
leyn, president of the Emigrant Indus- 
trial Savings Bank of New York, Percy 
H. Johnston, president of the Chemical 
National Bank and G. B. Cortelyou, 
president of the Consolidated Gas Co., 
of New York. 


Prudential’s Dividend Statement 


President Duffield, of The Prudential, 
has sent to the Industrial field force of 
t e Company the following statemcnt 
re_ative to Industrial dividends. 


In re Industrial Dividends. 
have much pleasure in announcing that the 
new dividends in our Industrial Department 


maintain fully the high standard set by cur 
Company last year, which represented by far 
the most liberal dividend announcement ever 


made by an Industrial company in any part of 
the world. 

Permanent Paid-Up Addition Dividends again 
consist of Regular and Special Dividends, the 
total of both dividends being on the same scale, 
according to duration, as for last year. These 
dividends apply to all Industrial policies issued 
prior to 1920, including those issued from 1915 
to 1918, which have been amended at the request 
of the insured, the only exceptions being a 
small number of policies issued between April 5, 
1915, and December 31, 1918, the holders of 
which have not yet requested a change, and upon 
which dividends by way of credit on the pre- 
mium receipt book will continue to be allowed. 
Other dividends are generally on the same scale 
as for last year. 

On Deferred Dividend policies, which 
in the Regular but not in the Special 
Addition Dividends, the increased scale 
Five-year Dividends established last 
been continued. 

Details of the new dividend arrangements fol- 


share 
Paid-up 
of Cash 
year has 


ow: 

1. Paid-up Addition Dividends have been al- 
lotted, as shown in the enclosed detailed state- 
ment (Form 769). (These additions are effective 
from December 30, 1923.) Dividend Certifi- 
cates are now in course of preparation and a 
supply will be sent you at an early date. 

2. Policies issued between April 5, 1915, and 
December 31, 1918, the holders of which have 
not requested the change in dividend system 
will receive dividends by way of credit on the 
premium receipt book. These dividends are not 
to be adjusted until receipt of vouchers which 
will be sent from the Home Office. 

3. Five-year Cash Dividends will be 
1924 on ” ince paying Whele Life 
sued in 1899 and 1904. These 
equivalent to twenty weeks’ premiums on the 
issue of 1899 and fifteen weeks’ premiums on the 
issue of 1904 and must be paid in cash if the 
Policyholder so desires, but may be credited on 
the premium receipt book if the policyholder 
agrees. 

4. Special Adult policies issued as participat- 
ine in 1894 are entitled to a sixth Dividend 
Addition on reaching their thirtieth anniver- 


paid in 
policies is- 


dividends are, 


saries in 1924, The addition will be one per 
cent. of the face value of the policy and will 
considered part of the policy and subject to the 
same conditions and agreements. If the holders 
of these policies so desire, the policies may be 
sent in for endorsement, but this is not actually 
necessary in any case. 

5. On Regular Premium-paying Whole Life 
policies (not including Special Industrial or 
Special Adult policies) issued prior to 1897, 
Paid-up One-year Term Additions, as allowed 
last year, effective December 30, 1923, provide 
a handsome further addition to the claim in 
event of death within one year from the above 
date. 

6. On 
policies 
issued in 
to 1906, 


Regular Premium-paying Whole Life 
(ncét including Special Adult policies 
1897) issued during the years 1897 
inclusive, liberal Additional Benefits 
will be paid in event of death during the year 
1924, Policies in this section issued in Wiscon- 
sin after July 1, 1905, or in Maryland after 
July 1, 1906, will not receive these Additional 
Benefits as the State laws prescribed a_ special 
dividend system for such policies. 

7. On Regular Life policies issued 
1907 made paid-up at age 75 by concession of 
the Company, in event of death during 1924, 
Additional Benefits will be paid unless the pre- 
miums waived under the concession (counting 
only full years) equal or exceed the additional 
benefits the policies would have received as pre- 
mium-paying policies. Details of this new  divi- 
dend will be found in Form 769. This dividend 
does not apply to Special Industrial or Special 
Adult policies or policies issued in| Wisconsin 
after July 1, 1905, or in Maryland after July 1, 
1906. 

8. Holders of policies 
under which the insured attain age 75 during 
1924, will thereafter be relieved from all future 
premiums upon endorsement of the policy. Poli- 
cies issued after 1907 provide by their terms 
for premiums ceasing not later than age 75 
or age 

These dividends are evidence 
vantages resulting from the continued favorable 
conditions of 1923 are being passed on in full 
to our pelicyholders. The total allotment here- 
under amounts to $18,950,000, and is the great- 
est sum ever distributed as dividends to policy- 
holders in a single year by any Industrial com- 
pany. 


prior to 


issued prior to 1907, 


that the ad- 





PAY FOR $7,000,000 
The Sisley & Brinkerhoff General 
Agency of The Travelers paid for about 
$7,000,000 of new business for 1923. 


New Annuity Rates 
Of Equitable Society 


REDUCTIONS 





IN OTHER FORMS 





Single Premium Rates for Whole Life 
and Endowments Also Revised; 
Sample Rates 


The Equitable Society of New York 
has made a complete revision of its 
rates for life annuities effective Jan- 
uary 1, 1924, resulting in material re- 
ductions. The present scale of rates on 
the following forms are affected: re- 
fund annuities, cash refund annuities, 
two life annuities and deferred annui- 
ties. 

The scale of single premium rates for 
whole life policies and for endowments 
is also revised. The idea back of this 
change is to reduce the amount of 
loading included in the single premi- 
um to that necessary to cover expens- 
es so that the present feature of the 
Society’s participating single premium 
policies involving a dividend at the end 
of the first year which is larger than 
the subsequent dividends will be el- 
iminated. Under the new plan the 
first year dividends will be substantial- 
ly on the same basis as the subsequent 
ones. 

Life Annuities Males 
Price $10 


Age Monthly 
10 $2,636.10 
20 2,485.98 
30 2,290.14 
40 2,032.38 
50 1,713.90 
60 1,352.94 





SERVICE BUREAU TO EXPAND 


E. G. Simmons Announces Plans; F. E. 
Simmons Becomes Vice-President 
To Develop New Departments 


The American Service Bureau which 
conducts a reporting service for compa 


nies members of the American Life 
Convention plans to extend the scope 
of ite service. Arrangements are now 


being made for the organization of sev 
eral new departments, the most impor 
tant of which will be a department for 
the personal inspection of medical ex- 
aminers for companies. Another de 
partment will take up the work of o¢ 
cupational and health surveys and still 
another department will be devoted to 
the inspection of mortgage loans. 

In this connection EF. G. Simmons, 
president of the American Service Bu 
reau and vice-president and general 
manager of the Pan American Life of 
New Orleans, announces that Fisher E. 
Simmons, assistant secretary of the 
Pan American Life, has been elected 
vice-president of the American Service 
Bureau and has resigned his office with 
the company to devote all of his time 
to the bureau. Mr. F. EF. Simmons has 
during the past four and a half years 
been connected with the new  insur- 
ance depirtment of the company, giving 


much time to the inspection depart- 
ment so that he goes to the bureau 
with considerable experience in that 
line. 





GILLMAN AT 
Charles Gillman, 


BUFFALO 
a well-known life in 


surance agent of Boston, will be the 
speaker at the January meeting of the 
Buffalo Life Underwriters Association. 


F. Frelinghuysen Dies 
After An Operation 


MUTUAL BENEF IT PRESIDENT 


Was a Banker Before Becoming An 
Insurance Executive; Belonged to 
Distinguished Family 


President Frederick Frelinghuysen of 
the Mutual Benefit died on Tuesday of 
this week in Post-Graduate Hospital, 
Newark. The veteran insurance exec- 
utive had failed to rally from an opera- 
tion which had been performed on Sat- 
urday. 

As soon as the news reached iNew 
York, L. A. Cerf, manager of the Mu- 
tual Benefit in this city, called off the 
annual meeting of the New York City 
agency, for which elaborate provisions 
had been made and which was to have 
been held on Thursday. 

Mr. Frelinghuysen had been presi- 
dent of the Mutual Benefit for a quarter 
of a century, and was held in high 
esteem in social, civic and business life 
us well ag by the insurance fraternity. 
He was a member of one of the most 
distinguished families in America, a 
son of the late United States Senator 
Frederick T. Frelinghuysen, who was 
Secretary of State under President 
Arthur. 


The late president of the Mutual 
Benefit was born in Newark and re- 
ceived his education at Newark Acad- 
emy and Rutgers College, from which 
he was graduated in 1868. He prac- 
ticed law in Newark for several years 
and then became receiver for the 
Mechanics Bank. Later, he was presi- 
dent of the Howard Savings Institu- 
tion, resigning to become head of the 


Mutual Benefit. 

Mr. Frelinghuysen was a member of 
the Essex Club, Essex Country Club of 
Newark, and Union Club of New York. 
He leaves a widow who wags Miss Es- 
telle Kinney, daughter of Thomas P. 
Kinney, publisher of the old Newark 
“Advertiser,” and four sons—Fred, Jr., 
Thomas H., Theodore and Griswold. 
The late president of the Mutual Bene- 
fit was a distant relative of former Sen- 
ator Frelinghuysen. 


PHOENIX MUTUAL DIVIDENDS 





Company Increases Scale for Third 
Consecutive Year; Total Increas- 
es Since 1920 23 Per Cent 
Directors of the Phoenix Mutual Life 
have authorized an increased scale of 
dividends to policyholders’ effective 


July, 1924, which will be an advance of 
a little more than a 5% incretse over 
the 1923 schedule. This is the third 


consecutive increase made by the com- 


pany, an increase of 6% having been 


made in 1923 and an increase of 10% 
having been made in 1922. The total 
increase over the 1920 schedule 
amounts approximately to 23%. 
Selections from the seale follows: 
S. S. Annual Life (3!4%) 
WORE Siecaxée adcdisoy eaeeees $5.38 
INUe a weccwccansoleawanes 5.60 
WEN ihe clseacuces ccmmae es eas 5.99 
Twentieth .....3.<ti<ee..3% 7.07 
20 Premium Life (3) 2%) 
PE fee ces sama’ ease 5.37 
PRG ace oo wk 0 astacin wea 5.89 
et) rr eer 6.76 
"PWOIRIOE vc cewedde caeea 9.44 
20 Year Endowment (3!/72%) 
PGA sc wirvedc 2adswnen%esau $5.34 
WU isiececexneen edad al 6.38 
ROUGE vaisewcwhveradaawed 8.08 





ORGANIZED 1850 


105-107 Fifth Avenue 





THE UNITED STATES LIFE INSURANCE COMPANY 


IN THE CITY OF NEW YORK 
NON-PARTICIPATING POLICIES ONLY 
Over 70 Years of Service to Policyholders 
Good territory for personal producers, under direct contract. 
HOME OFFICE 


New York City 





evelop and hold their business. 


John Barker, Vice-President 





Incorporated 1851 


BERKSHIRE LIFE INSURANCE COMPANY 


Pittsfield, Mass. 
GEORGE H. TUCKER, President 
This Company has always pursued those policies in the conduct of its business that 
have given it a high reputation for stability and fair dealing. 
Has always rendered the highest grade of service to its policyholders. 
Has always extended reasonable assistance and encouragement to its representatives 
Its =< contracts give to each individual insurer full protection, safeguarding, at 


the same time, the interest of all its polteyheldens, 


rederic H. Rhodes, Vice-President 
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LIVE HINTS FOR BUSINESS GETTERS 


Practical Suggestions to Help the Man With the Rate 
Book Increase His Income and General Efficiency 
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The International Life 

Some of of St. Louis lists the 
The Reasons following as some of 
For Failure the reasons for fail- 
ure and the company 

also gives the remedy in the following: 

Lack of confidence and enthusiasm 
in himself and his proposition—Result: 
A negative atmosphere which repels 
his prospects at the start and prevents 
the appearance of a feeling of confi- 
dence in the mind of the buyer, with- 
out which no business transaction of 
any kind can be consummated. No 
steam in the boiler. Did you ever 
know an engine to run on lukewarm 
water? 

Remedy: Sell yourself life insurance 
figuratively and literally. Buy all you 
can possibly afford. Then get the 
vision of what it will do. Homes held 
intact, boys given a chance, girls kept 
secure, widows growing old in com- 
fort, etc., ete. Take every opportunity 
to deliver checks in payment of death 
claims and watch what follows in the 
after years. Do these things, and some 
day, sooner or later, you'll wake up to 
the fact that life insurance is all and 
more than has ever been expressed by 
its greatest advocates, and then 
nothing can stop you. 

Laziness—Result: A nuisance to the 
business; a disgrace to your family 
and to yourself. 

Remedy: Get well physically; get 
the vision; force yourself to acquire 
new habits or get out of the business, 
Don’t try to fool yourself. 

No system of working—Result: Lost 
motion, waste of time (which is the 
only limit of earnings in the profes- 
sion), opportunities missed, “slumps” 
and “dry spells,” discouragement and 
inefficiency. 

Remedy: As a minimum, arrange 
prospect list every night for following 
day; determine to see and interview 
at least three real prospects every 
day; keep record cards. 

Neglect of old policyholders—Result: 
Failure to find the road to the easiest, 
most pleasant and most profitable 
source of new business. 

Remedy: Develop a system of rec- 
ords and follow-ups. Make friends of 
policyholders. Go where they go. 
Watch their interests and give them 
real service. 

Failure to talk large amounts—Re- 
sult: The other fellow gets the cream. 
Prospects consider you a piker. Com- 
missions from one-half to one-tenth of 
what they might be. 

Remedy: Get the habit of quoting 
$10,000 premiums. Talk income insur- 
ance. Think big. 

Lack of perseverance—Result: The 








job never finished; a loss of half-baked 
cases; turn-downs and obstacles master 
you instead of sharpening your wits 
and firing your determination. 

Remedy: Start at once to finish 
every little thing you attempt. De- 
velop your will. Be sure you know 
what “perseverance” means. 

Lack of knowledge of the business 
and of the principles of selling-—Re- 
sult: General inefficiency. There will 
not long be room in this business for 
any of this type. 

Remedy: Consistent thought and hab- 
itual study of a few publications which 
seem best adapted to your needs. 

Lack of initiative—Result: Agent 
sits around waiting for someone else 
to “turn on the juice.” (Initiative is 
the “self-starter” of the machine.) 
Expects some one to furnish prospects 
knowledge, pep, office help, ete., ete. 
This agent gets into a rut and stays 
there. 

Remedy: This weakness may be 
due to lack of physical or nervous en- 
ergy or simply to bad habits. Habits 
can be changed and nature transform- 
ed. Try to cultivate a desire to try 
out new methods. Develop nerve, 

An unattractive appearance—Result: 
Prejudice against you before you have 
even a chance to present your propo- 
sition; feeling on the part of the pros- 
pect that you are a “down and outer,” 
the kind of person no successful man 
wants to deal with. 

(Don’t assume that this item is un- 
important. The KE. A. Woods Agency, 
of Pittsburgh, conducted a survey and 
found that the poor agents were uni- 
formly low in this particular.) 

Remedy: Don’t get the idea that ap- 
pearance concerns dress only. That 
is only a part, though an important 
part. Dress neatly, not gaudily. Cul- 
tivate enthusiasm, confidence and a lik- 
ing for men. They will feel these 
things before you open your mouth and 
will be attracted to you thereby. 





ATLANTIC APPOINTMENT 

The Atlantic Life announces the ap- 
pointment of T. G. Tucker as district 
agent at Huntington, W. Va. Mr. Tuck- 
er will take over part of the territory 
held by Bowman & Kennedy, general 
agents at Huntington, who resigned De- 
cember 1. 





NO TAX CHANGE 
The Mellon Tax Bill now before the 
House Committee on Ways and Means 
does not alter the taxes imposed by 
the Revenue Act of 1921 as applied to 
life insurance companies. 





Pan-American Life Insurance Company 


NEW ORLEANS, U. S. A. 
CRAWFORD H. ELLIS, President 





Net Admitted Assets, December 31, 1922.........$11,151,543.82 
Paid For Insurance in Force December 31, 1922.. 90,759,578.00 








The Pan-American writes a complete line of Accident and Health 
policies which are modern and up-to-date in every respect. Our Sub- 
standard Department has broadened our already excellent service to 
our agency organization. We wish to establish ten new general agen- 
cies. If you are interested, write to us. 


Address: E. G. SIMMONS, Vice-President and General Mgr. 
NEW ORLEANS, U. 8. A. 


The success of many ap- 
Using The proaches can be traced 
Curiosity to their curiosity appeal, 
Appeal says Dr. John A. Stev- 
enson, second vice-pres- 
ident of the Equitable Society. More- 
over, the best approaches are usually 
those which not only arouse the pros- 
pect’s curiosity but which link up the 
curiosity appeal with the proposal that 
the salesman plans to present. 


It is because the unique folder ’Tis 
Said That a Man’s Pocketbook Is His 
Best Friend answers both these require- 
ments that it has been used success- 
fully by so many Equitable salesmen. 
The fact that it arouses curiosity was 
proved in a striking way by the enor- 
mous demand for this folder, with a 
specimen income check enclosed, at the 
recent Advertising Exposition in New 
York. Also, it does not take much im- 
agination to see how remarks about 
a man’s pocketbook will lead to a dis- 
cussion of insurance. For example: 

Mr. Prospect, I think you'll agree 
with the statement that a man’s pock- 
etbook is his best friend, and that he 
spends a good deal of time planning 
how to keep it well filled. Of course you 
needn’t worry much about that now, but 
I have come to ask you what provision 
you have made for keeping it well filled 
in case anything happens to you. 

Naturally you are planning to leave 
your family “well off,” but if anything 
did happen before you had carried out 
your plans, the expenses of your fam- 
ily would go on just the same, wouldn’t 
they? Usually pretty heavy ones at 
first, too. I know of more than one 
case where death occurred at such an 
unfortunate time that instead of a bank 
balance there were debts to be met— 
a little like leaving not only an empty 
pocketbook, but the bill for the pocket- 
book too, isn‘t it? 

By means of the plan which I want 
to explain to you, Mr. Prospect, you 
can make sure not only that your fam- 
ily’s pocketbook will be well filled but 
that it will be kept filled. (Explain 
income insurance). 














Penn Mutual Progress 
in 1923 


The largest paid-for new 
business in our history. 


Improvement of conserva- 
tion system, with correspond- 
ingly satisfying results. 

Initiation of instructive and 
inspiring Regional Conven- 
tions. 


New and salable forms of 
Income contracts. 


New equipment of up-to- 
date advertising literature. 


Three first-class agency 
magazines each month. 


Close and effective Home 
Office co-operation. 


A still better Company for 
‘apable representatives. 


The Penn Mutual 


Life Insurance Company 
Philadelphia 
Organized 1847 




















proposition. 
Address, 








PENNSYLVANIA OPPORTUNITY 


If you are interested in making a permanent connection with an old 
well established company with a progressive management and an un- 
equalled dividend record, it will be to your interest to investigate our 


PERMANENT, 
Care of The Eastern Underwriter, 86 Fulton Street, New York City 




















" Nothing 


that end. 


The Franklin has a splendid tradition for 
“Aggressive Conservatism.” Organized to render 
rac¢ticable the highest ideals of life insurance, 
it has maintained among its underwriters, as the 
first essential, the highest ideals of service— 


ambitious service. 


That other wonderful idea worded, “He profits 
most who serves best,” has been practiced by this 
company since 1884. Our men know it is true. 


The Franklin Life Insurance Company 


Springfield, Illinois 





humbler than ambition 
when it is about to climb.” 


Benjamin Franklin, the greatest American 
authority on ambition, made that observation; 
and with equal truth he might have added that 
nothing is more aggressive in gaining its end, 
nor more conservative in its choice of means to 





























January 4, 1924 


THE EASTERN UNDERWRITER 





ee 


Canadian Uniform Bill 
Now Before Provinces 


WOULD STANDARDIZE FORMS 





Companies Generally Approve Commis- 
sioners Measure; Sought to Modify 
Some Features 
The Canadian Uniform Life Insur- 
ance Act has been passed in one prov- 
ince and it is expected will be enacted 
in several others this year. The uni- 
form bill is the product of the confer- 
ence of Canadian insurance commis- 
sioners held in 1922 the first draft of 
which was made by the Ontario com- 
missioner and the clerk of the legisla- 
tive assembly. Subsequent  confer- 
ences With representatives of Canadian 
and American insurance companies re- 
sulted in many changes. The purpose 
of the act is to make uniform the law 
respecting life insurance contracts 
throughout the Dominion. 

The insurance companies are in favor 
of the purposes of the act and have 
sought only to secure modifications of 
certain sections that were subject to 
criticism. One of these is Section 16, 
which reads: 

A contract is deemed to be made in 
the province, 

(a) If the place of residence of the 
insured is stated in the application or 
the policy to be in the province; or, 

(b) If neither the application nor 
the policy contains a statement ag to 
the place of residence of the insured, 
but the actual place of residence of 
the insured is within the province at 
the time of the making of the contract. 


Sought Some Modifications 


It was suggested that Section 16 be 
modified with reference to provisions 
determining the locus of the contract 
which in the model bill involved ines- 
capable conflicts of law confusing to 
the policyholder and possibly embar- 
rassing to the companies, growing out 
of inconsistency in connection with 
claims and their liabilities. In the 
case of Canadian companies transact- 
ing business in other countries and of 
American and English companies trans- 
acting business in Canada when mak- 
ing contracts with residents of prov- 
inces temporarily sojourning in the 
states or elsewhere abroad, the uniform 
bill is subject to criticism on this same 
point. To remedy this difficulty it wag 
suggested that the actual locus of con- 
tract point be avoided by the assign- 
ment to the insured in his application 
of a fictitious residence. There is 
some doubt whether the courts would 
consider this effective for the purpose. 
The question of taxes imposed upon 
premium derived from insurance of 
residents in the provinces is also in- 
volved. It was urged that no rule be 
incorporated in the uniform act for 
determining the locus of contract 
— would be inconsistent with the 
acts. 


Another section that it was sought to 
clear up was that covering the failure 
to pay checks or notes when due when 
in payment of premiums. The compa- 
ties desired to have the failure to pay 
hotes void the policy so as to avoid 
the additional expense and_ possible 
‘complication of taking separate steps 
to effect this. 

Following are some of the sub-sec- 
tions of the bill: The contract, insur- 
able interest, policies on the lives of 
Infants or minors, ‘beneficiaries, proof 
of claim and payment, limitations of 
actions, trustees, guardians, payment 
Into court. 





LARGE BUSINESS CLAIM 
Among the death claims paid last 
honth by the Equitable Society was a 
business insurance claim of $250,000. 
This was a New York case on the life 
of a prominent shirt manufacturer. 
The insurance was issued in 1915 in 
favor of the company of which he was 
the head, 











MASSACHUSETTS 


LIFE INSURANCE COMPANY 
of Springfield, Massachusetts 
Incorporated in 1851 


MUTUAL 





Unexcelled policy contracts, efficient life insurance service, and a 
net cost that is notably low—these are three of the reasons why the 
name Massachusetts Mutual is synonymous in the mind of the insuring 
public with all that is best in life insurance. During the seventy-two 
years of the Company’s history its policyholders have ever been its loyal 
friends and its enthusiastic advertisers. 














JOSEPH C. BEHAN, Superintendent of Agencies 











THE ADVISORY BOARDS 





How They Impress Charles Forrer, 
Eastern Pennsylvania Manager of 
the U. S. National Life & 
Casualty 





The Eastern Underwriter continues 
to receive communications relative to 
the advisory board plan in Pennsyl- 


vania, The following letter is from 
Charles Forrer, Eastern Pennsylvania 
manager, headquarters Harrisburg, of 
the United States National Life & Cas- 
ualty Company. 

“The Advisory Board Plan, inaugu- 
rated and put into execution by the 
Hon. Thomas B. Donaldson, in conjunc- 
tion with the Insurance Federation of 
Pennsylvania, is a wonderful step in 
the right direction. It keeps out of 
our business the floaters, the inefficient 
and the crooks, and has been instru- 
mental, more than anything else, in 
giving the insurance profession the 


prestige and consideration it so justly 
deserves. 

“Like all other big projects, it re- 
quires time and cooperation to make 
this system perfect, and to my mind 
the most important feature is the se- 
lection of the board members, taking 
into consideration that our business, in 
each individual line, is a business in 
itself, and when an applicant for an 
industrial health and accident company 
comes up for examination he should be 
examined only by men who know this 
business thoroughly, who have actually 
collected a weekly debit themselves, 
otherwise, we will be defeating the very 
object of our worthy president of the 
Insurance Federation, Mr. Donaldson.” 





Roy L. Bailey, an agent of the Bank- 
ers Life at Osage, Ia., and his wife 
both write life insurance. Recently 
they both worked together for two days 
during which they visited twelve coun- 
try school teachers and sold a $1,000 
twenty-year endowment policy to each. 








Provident Mutual 


Life Insurance Company 
of Philadelphia 


PENNSYLVANIA 
FOUNDED 1865 


The new policy contracts of the Provident 
Mutual make it easy for an agent to fit a 


policy to a definite need of his policyholder. 


The policyholder also finds it easy to un- 
derstand that his particular purpose in tak- 


ing the policy will be definitely carried out. 


These policies are thus admirably adapted 
to an Insurance Programme—for the protec- 
tion of the policyholder’s family or of his 
own old age, through income—for the edu- 
cation of his children—for the protection of 
his business or of his estate—for the cancel- 


lation of a mortgage or other debts. 

















Lapses Equaled Half 
Canadian New Business 


PAID-FOR 





LESS THAN IN 1921 





Dominion Superintendent of Insurance 
Deplores Heavy Terminations; 
Improvement This Year 





The life insurance lapsed and sur- 
rendered in Canada during 1922 amount- 
ed to fifty per cent of the gross new 
business issued, according to the fig- 
ures contained in the report of the sup- 
erintendent of insurance of the Dom- 
inion on 1922 business which is just 


now available. The total amount of 
business lapsed and surrendered in 
Canada during 1922 was $288,838,320. 


Five years ago, in 1917, the total new 
business written in Canada was $282,- 
120,430, or approximately the same 
amount that lapsed last year. 

During the present year there has 
been a substantial increase in the new 
business written, but the total of $577,- 
507,271 new business for 1922 is only 
about $2,000,000 more than the new 
business of 1921 which was $575,553,- 

~168. This is issued business. The ac- 

tual paid-for business showed a de- 
crease in 1922 from the paid business 
of 1921 of over $14,000,000. 

Commenting on this condition Sup- 
erintendent of Insurance G. D. Finlay- 
son says: 

“So long as the high rate of prema- 
ture discontinuance prevails life insur- 
ance will fail to convey the benefits 
which by its very nature it is designed 
to convey to the insuring public and it 
is to be hoped that investigation will 
lead to the discovery of the cause of 
this form of waste and to its ultimate 
removal. 

“The result of the year’s business 
shows that the decline in production of 
new business so evident in 1921, is 
practically at an end. There is ground 
for satisfaction in the result and for 
the hope that with reviving industry 
and expansion of trade and with the 
recent experiences of those who have 
in the past favored more speculative 
forms of investment, the present year 
will see a substantial increase in new 
business written.” 

There are forty-two companies ac- 
tively writing business in Canada, 
twenty-five of which are Canadian com- 
panies, eight British and nine foreign. 
Three British and three foreign com- 
panies ceased to write new business in 
Canada during the year and the Gres- 
ham Life also ceased taking new risks. 

The total amount of life insurance in 
force in Canada at the close of last 
year was $3,171,388,996. The _ total 
amount of group insurance written was 
a little over $11,000,000, being practi- 
cally the same as 1921. 





TO DEVELOP WESTERN FIELD 





Connecticut Mutual Life Appoints 
F. O. Lyter To Assist In Field 
Work on Pacific Coast 





Frederick O. Lyter, agency super- 
visor of the Connecticut Mutual Life 
in the Boston general agency, has been 
appointed a- home office agency assist- 
ant, with an assignment chiefly to the 
western field. Mr. Lyter has been with 
the company a number of years. Start- 
ing in the Harrisburg office, he was 
soon transferred to Boston where he 
has had charge of the development and 
management of agency affairs. Mr. 
Lyter will first put in some time with 
the middle west agencies of the com- 
pany and later will go on to the Pac- 
ific coast where he will be at the serv- 
ice of the Coast agencies in sales mat- 
ters. 


TO HANDLE BROKERAGE 
E. J. Berlet, manager of the Phila- 
delphia Agency of the Guardian Life of 
America has appointed B. W. Emmons 
in charge of brokerage and surplus line 
life business, 
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Principal Events 
Of Year As Seen 
By One Observer 


POLICIES MORE  LIBERALIZED 





New Avenues of Cover; Growth of 
Sub-Standard; Improved Literature 
for Agents 


At the end of each year it has been the 
practice of Henry F. Tyrrell, of the North- 
western Mutual Life, to write a review 
of the most significant developments in 
life insurance for the preceding twelve 
months. His review of 1923 follows in 
part: 

By Henry F. Tyrrell, Legislative 
Counsel, The Northwestern 
Mutual Life 
American companies 
than eleven and a half billion dollars 
of life insurance during the year 1923, 
an amount exceeding the total life in- 
surance in force in the United States 
twenty years ago, and an amount ex- 
ceeding that issued in the former 
record-breaking year 1920, by approxi- 

mately a billion and a half dollars! 

The business of 1920 was attributable 
to the circumstance that persons and 
affairs were abnormal. Then there 
was a post-war situation that took no 
heed of proportions. Persons bought 
insurance because they had the money 
to pay for it. They ran wild in that re- 
spect, just as they did in other features 
of life. Now passes the year 1923, with 
approximate normalcy in the general 
affairs of life, and it beats the former 
high water mark by a billion and a 
half of dollars! * * 

Fundamentally, the 
life insurance has not changed. It has 
been for years, and now is, ready, 
equipped and willing to render the full- 
est service. It has been able to do so 
—to the extent of a new record in 
1923—-because of the fuller appreciation 
by the public (manifested in the atti- 
tude of bankers, trust companies and 
others) of the excellent service it is 
capable of rendering, and because of 


issued more 


institution of 


the appreciation by its agents that 
theirs is a _ professional occupation 
through which the needs of clients 


must be carefully studied and conscien- 
tiously administered unto. * * 
Liberalization Policy 

First and foremost, therefore, may 
be mentioned the practice by compa- 
nies of greater liberality toward both 
present and prospective policyholders. 

This practice was manifested in 
many ways, but chiefly through in- 
creased dividends and consequent les- 
sened net cost, made possible by the 
safe assimilation of the large volume 
of earlier years, the market for good 
investments and of lower expenses, de- 
spite unwarranted taxes. 

Life insurance unquestionably has 
entered upon an era of lower net cost. 
This was an important feature of the 
business of 1923 and it will be prac- 
tically a controlling one for the future. 

Liberalization of the policy contract 
was manifested further in the reduction 
or elimination of surrender charges, re- 
sulting in larger equities in policies in 
the earlier years of insurance; in the 
attempt to make definite, so-called dis- 
ability provisions, with a manifested 
disposition to be more liberal in the 
treatment of claims thereunder; in the 
increase in the maximum amount of 
risk on a single life and in the devel- 
opment of new avenues of coverage. 

New Avenues of Coverage 

While not properly classifiable as a 
new avenue of coverage, still the group 
idea was augmented in 1923. Employ- 
ers appear to think that life insurance 
is a good medium through which to 
render service of value to employes 
and this, in turn, gives to the individ- 
ual worker a personal idea of. life in- 


surance, which is reflected in increas- 
ed business. 

Insurance for the protection of busi- 
ness was expanded as to both corpora- 
tion and partnership needs; for exam- 
ple in the use of life insurance for en- 
larged building operations, to provide 
for the retirement of bond issues; to 
protect mortgages; to cover’ inheri- 
tance and other taxes; to provide col- 
lateral for borrowing and to provide 
old age retirement pensions, 

Insurance for the education of chil- 
dren is a comparatively new feature 
which received much attention in 1923. 
It is replete with possibilities. 

The development of sub-standard cov- 
erage was another feature. There 
never was a time in the history of 
insurance where so many persons could 
get life insurance as in 1923. Men with 
impairments of various kinds have 
been barred from life insurance, as a 
general thing, but this newly perfected 
idea of covering such disabled pros- 
pects, enlarges the life insurance cov- 
erage materially, not, however, without 
involving grave questions which need 
not be discussed at this time and place. 

Educational Work 

Nqually featuring the year was the 
educational work undertaken by many 
of the companies, which manifested it- 
self in the systematic and _ scientific 
training of agents, the issuance of ex- 
cellent “literature” for the informa- 
tion and enlightenment of policyholders 
and prospects, and in various plans of 
advertising, designed to establish and 
increase good will, assist salesmanship 
and radiate information. 

The campaign for the proper training 
of agents has taken very definite form 
in most of the companies and the idea 
is now considered an essential feature 
of good administration. 

The issuance of appealing literature 
may still be improved, as a necessary 
adjunct to advertising campaigns, which 
are still in the experimental stage. 

Reference to the educational work 
which companies are now doing natu- 
rally also prompts one to mention the 
earnest cooperation of the National As- 
sociation of Life Underwriters. * * 

Detail Features 

From a news point of view, the fam- 
ous Missouri-Massachusetts controver- 
sy stands out prominently. The ques- 
tion involved is whether or not an in- 
surance commissioner or a state can 
retaliate against life companies, for 
example, for action taken relative to 
insurance of another class. 

The Provident Life & Trust, one of 
the oldest stock companies in the 
United States, was mutualized during 
the year, and changed its name. Sev- 
eral of the companies increased their 
capital. One or two reinsured. At 
least four announced a new dividend 
scale, all covering increases. 

The Supreme Court of Tennessee de- 
cided that life insurance must be paid 
on a man who was legally executed for 
murder. 

New York passed a bill to allow pre- 


liminary term valuations and Massa- 
chusetts made a ruling permitting 
them. 


An interesting side light on the busi- 
ness was furnished toward the end of 
the year by the arrest of Edward J. 
Sailstad whose disappearance about 


three years ago caused a national sen- 
sation. This attempt to defraud insur- 
ance companies provoked a number of 
“fraud cases” which came to light in 
1923. 

Many big group policies were issued, 
such as the Southern Pacific, Union 
Pacific, Philadelphia police force and 
the Bankers’ Association of Kansas. 

The largest policy ever issued to a 
woman was issued in 1923 to Evelyn 
Marshall Field, of Chicago, amounting 
to $2,000,000. 





APPOINTS EDUCATIONAL HEAD 





Northwestern Mutual Selects J. P. Dav- 
ies To Conduct Educational 
Department 





The Northwestern Mutual Life has 
established a Department of Education 
at the home office and has appointed 
John P. Davies educational director. 
It is proposed that this department 
shall offer a thorough course of educa- 
tion and training to agents of the com- 
pany. 

Mr. Davies is unusually qualified by 
training and experience for this posi- 
tion as he has been with the company 
several years selecting and training 
agents. He was previously general 
sales manager for the Curtiss Aeroplane 
Co. While a student at the University 
of Wisconsin, of which he is a grad- 
uate, Mr. Davies made a remarkable 
record as an agent for the Northwest- 
ern Mutual. Recently Mr. Davies has 
been connected with the Brooklyn 
agency. 





George Washington Life 


Insurance Company 
Charleston, W. Va. 
presents opportunity for liberal 
contracts covering definite territory 
with Home Office registry and with 
power of appointment of sub- 

agents. 

The States of West Virginia, Vir- 
ginia, Ohio, Kentucky, Tennessee, 
South Carolina, North Carolina, 
Georgia, and Michigan. 


ddress: 
ERNEST C. MILAIR 
Vice-President and Secretary 
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A PROGRESSIVE 
NEW YORK STATE 
LIFE INSURANCE CO. 


Offers an attractive manager’s 

contract for PITTSBURGH 

AND SOUTHWESTERN 
PENNSYLVANIA 


Agents receive co-operation at all times, 
they are assisted with prospect service 
plans, $100,000 and $200,000 Clubs, at- 
tractive literature, up to date policy 
contracts and quick action on applica. 
tions. 

A Home Office official will be glad to 
talk with you and all negotiations will 
be strictly confidential. 


Address “Agency Department” 


c/o The Eastern Underwriter 
86 Fulton Street 
New York 
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Sigourney Mellor 
and Company 


NEW YORK CITY 
149 Broadway 


PHILADELPHIA 
680 Widener Building 














The Columbian National Life Insurance Company 


Boston, Massachusetts 
ARTHUR E. CHILDS, President 
Columbian National Agents are in a position to offer the best forms of 
LIFE, ACCIDENT, and HEALTH INSURANCE 


Policies backed by one of the strongest companies in the country, having 
ample capital, surplus and highest standard of reserves. 











BALTIMORE, MARYLAND 
Incorporated 1882 


sues all modern forms of Life Insurance, including Industrial, Ordinary 


and 


| THE EUREKA LIFE INSURANCE COMPANY 
Is 
J. C. MAGINNIS, President 


roup 
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CAPABLE POLICY- 
PLACERS 


Can always find a satisfactory epporwnity 
for work with this Company in goo ter- 
ritory—men who can collect the premiums 
as well as write the applications. Why 
not make inquiry now? 


Union Mutual Life 


Insurance Company 


PORTLAND, MAINE 
Address: 





ALBERT E.AWDE, Supt. of Agencies 
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INCORPORATED 1871 


LIFE INSURANCE COMPANY OF VIRGINIA 
RICHMOND, VIRGINIA 


Issues the most liberal] formg ef ORDINARY Policies from $1,000.00 to $50,000.08, 
with premiums payable annually, semi-annually or quarterly, 


and 
INDUSTRIAL Policies from $12.59 te $1,000.00, with premiums payable weekly. 
CONDITION ON DECEMBER 31, 1922. 


sci sacebenasspeeonepensspiaseusessesmeuweune saves evesieuestsecemacesaenenceunen—n 
Liabilities ............00- echeteaoee Pn rn rer senses eae . 
OE OS eee reer iccsadexs suneiwieds cose  4,121,111.8 
Insurance in Force........... ianeesanesy pusmeneskeeese sdcuese ecccesceccscsecccscs 2m0pS22 163.08 
Payments te Policyholders...... eda Wntckicuis LaRanennasicaseseei ss errr 
Te its te Policyhelders since Organization.............c.cccsceccees $30,051,000.92 


JONW @ WALKER, President 
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Moral Obligation Of 
Agent to Business 


F. B. THOMPSON WINS PRIZE 





His Essay Called Finest Thought on 
Subject and Contribution to Insur- 
ance Literature 





The Central Pennsylvania Associa- 
tion of Life Underwriters recently con- 
ducted a prize essay contest on the 
subject, “The Moral Obligation of the 
Agent to the Institution of Life Insur- 
ance.” The winner of the first prize 
was Franklin B. Thompson of the Rice 
& Tyson agency, Harrisburg, represent- 
ing the Equitable of Iowa, and his es- 
say, which the donor of the prize, an 
executive of an eastern company, said 
was the finest thought he had ever 
heard expressed on the subject and a 
contribution to insurance literature, is 
reproduced in part below: 

Nineteen centuries ago the greatest 
Leader the world has ever known said, 
“Except as ye serve,” and voiced one 
of the fundamental truths of our civili- 
zation as we know it now; and in those 
few words expressed all the salient 
points of our present day “Service” 
teachings. But the underlying thought 
was that man, being granted the righi 
to live and enjoy life, should show his 
arpreciation in terms of help and friend- 
ship to other men and in worship of 
the Source of Life. 

Life carries with it both joy and ob- 
ligations, and the chief obligation is 
for each living being to make the most 
of that life—to work and play and en- 
joy life to the limit, both the joy of 
work and the joy of play. 

Being only human, we fail of per- 
fection, naturally; but the mere fact 
that we pause to realize our life’s obli- 
gations and attempt to live up to those 
obligations, brings us nearer to the 
perfection for which we all consciously, 
or unconsciously aim. 

Has Many Obligations 

Eliminating all life’s obligations ex- 
cept those directly connected with our 
profession, we find that the agent has 
a host of obligations which perhaps are 
not realized, but which are, neverthe- 
less, ever present, and which fall rough- 
ly into three or four groups—the obliga- 
tion to himself, to his clients, and to 
his company; and no one may ever be- 
come a good agent who does not fulfill 
to the best of his individual ability each 
phase of that obligation. 

Further, since that is true, it be- 
comes a personal obligation to over- 
come ignorance. Know your subject; 
know insurance and insuring; know 
your client, his needs and his limita- 
tions; and apply your knowledge and 
his needs. Only by this application of 
specific knowledge to particular need is 
any good accomplished. 

If you know insurance, you can talk 
insurance intelligently, and only by 
knowing your subject can that be true. 
If you know insurance, you will know 
what insurance can do, and has done, 
and apply that knowledge. If you know 
insurance, you will evolve new and bet- 
ter means of application of the bene- 
fits; and you can achieve none of these 
by saying, “Would you like to buy 
some nice life insurance?” and by an- 
swering the inevitable query of “Why?” 
by. “I don’t know.” 

You have an obligation to work in 
this world and to be deserving of what 
the world gives, you must give by hon- 
est endeavor, by’ attempting through 
rvourr chosen medium to alleviate so 
much of the world’s pain as you and 
your company may. 

Granting, then, physical effort, knowl- 
elge. mental effort, and truth, you are 
bound to one more obligation and that 
is faith: first, in yourself which is of 
yourself; second, in the institution of 
life insurance; and most of all, in your 
Company. 

If you do not have faith in your com- 
Dany, then you deserve nothing from 
your efforts. Not the blind faith of a 


savage, that your company is almighty 
—but faith that your company is one 
of the many good companies, that it is 
solidly founded and honorably conduct- 
ed, and that over a lifetime it will give 
the policyholder one dollar’s value for 
every dollar given into its keeping. 
Not faith in one policy or one settle- 
ment option, because they are suited 
only to some few, but faith in all the 
insurance of the whole company, its 
officers, and its agents. 


Service to Policyholder 


Every agent, too, has a host of obli- 
gations which must be realized before 
he can render the sort of service to 
the life insurance client which the in- 
stitution of life insurance demands. 
He must fit policies to needs, he must 
show the client how he may best pre- 
pare for that eventuality which faces 
us all, and when that time comes he 
must aid his company in promptly and 
efficiently rendering whatever compen- 
sation the company has planned. 

He owes the client unselfish and con- 
tinual service, even in such details as 
preventing lapses and losses. He must 
assume the obligation of having his 
clients examined promptly and of aid- 
ing the company examiner when he 
can. 

His obligation to the company in 
small details is just as great as in large. 
He is morally bound to promptness in 
reports, absolute integrity in financial 
matters, honorable selection of risks, 
and similar items, just as he is morally 
bound to be honorable in his personal 
life. 

The agent gets his commission from 
the company. He is the company and 
is, therefore, obligated to do all in his 
power to make that company one of the 
leaders. He should suggest improve- 
ments, he should share original suc- 
cessful methods, and should even 
criticise where the criticism is con- 
structive and helpful. 

Summing it all up, it is our belief 
that any agent owes to the institution 
of life insurance a clean life, an honest 
life, a busy life, and the pleasure of 
hard work. In return, he cannot fail 
to receive friends in plenty, money suf- 
ficient for his worldly needs and the 
consciousness of a fine duty well per- 
formed; and as a final reward for a 
useful life he will sometime hear the 
immortal words, “Well done, thou good 
and faithful servant...” 





The 7, Box 











An agent presents the proposition of 
carrying insurance at the monthly term 
rate for one year followed by an ordi- 
nary life policy at the advanced age 
as representing a saving in cost over 
taking the insurance on the ordinary 
life plan at the start. How does this 
plan actually work out? 

The State Mutual Life answers this 
as follows: 

The comparison resulting from this 
inquiry was made under the contract 
of a 34%% company. 

It will be noted that while there 
would be a saving in premium during 
the first year by following the plan in- 


dicated, each year’s cost thereafter 
would be more than under the latter 
plan. 


Making the comparison on the basis 
of net cost on surrender figuring no 
interest as accruing on the premium 
dfferences the latter plan shows the 
lower net cost except in reference to 
the first year’s insurance. The same 
result is obtained if interest is figured 
on the premium difference. Next fig- 
uring the total accumulated net costs 
it would take thirteen years for 
latter to show as low a net cost as the 
former and figuring interest on premi- 
um differences twenty years. For the 
per‘od of more than 13 years or 20 vears 
respectively the total accumulated net 
cost on the latter plan would be less 
than under the former. 
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THIS YEAR 


New England Mutual Life Insurance Company 


of Boston, Massachusetts 


Completes Four-Score Years of Public Service 





This Company, the First Mutual, is 
Young in Spirit and Progressive in Action 


1843 Eightieth Business Year 














1924 


Starts the 78th year of our history with increased 


services. 





TO THE | Improved Policy Contracts 
PUBLIC | 


Increased Dividends 


TO THE | 
SALESMAN | 


Revised and Improved Educational 
lacilities for the Field Organization 


THE CONNECTICUT MUTUAL 
LIFE INSURANCE COMPANY 


Hartford—Organized 1846—Connecticut 














THE MUTUAL LIFE 


The Mutual Life Insurance Company of New York 
has a record of EIGHTY YEARS of prosperous and suc- 
cessful business. It has passed through panics, pestilence 


and wars unharmed, and to-day, as a result of eight decades 





of endeavor, offers financial strength, reputation, magni- 


| 

. | 

tude, leadership, and life insurance service. | 
| 


Those considering life insurance as 


a profession are invited to apply to 


The Mutual Life Insurance Company — 
of New York 


34 Nassau Street New York 
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THE EASTERN 
UNDERWRITER 


This newspaper is owned and is pub- 
lished every Friday by The Eastern Un- 
derwriter Company, a New York corpor- 
ation, office and place of business 8 
Fulton Street, New York City. Clarence 
Axman, President and Editor; W. L. 
Hadley, Secretary and Business Manag- 
er; Edwin N. Eager, Associate Editor; 
serome Philp, Associate Editor. The ad- 
dress of the officers is the office of this 
newspaper, Telephone number: Beek- 


man 2076. 


Subscription Price $3.00 a year. Single 
copies 25 cents. Canadian subscriptions 
$1.00 for postage should be added. Other 
countries outside of Canada $1.50 for 
postage should be added. 


Entered as second-class matter April 
5, 1907, at the Post Office of New York 
under the act of March 3, 1879. 


TAX SELF INSURERS FUNDS 

A recent Treasury Department dect- 
sion will operate to the disadvantage 
their own 
compensation These concerns 
turn over to trustees an amount equiva- 
lent to the premiums which they would 


of self-insurergs who carry 
risks. 


have to pay to an insurance company, 
the trustees being charged with the res- 
paying out of the fund 
A coal com- 


ponsibility of 
any compensation awards. 
pany which had been operating in this 
2433 
in substantiation of its claim that the 


manner cited Treasury Decision 
amounts turned over to trustees con- 
stituted deductible expense. The Treas- 
ury Department ruled otherwise, how- 
which important 
Com- 


ever, makes this an 
consideration for self-insurers. 
menting on the situation resulting from 
this decision, S. Blount Mason, Jr., vice- 
president of the U. 8. Fidelity & Guar- 
anty, Says: 

This will undoubtedly have a mate 
rial effect in increasing the cost of op- 
eration of a self-insurer. Naturally, if 
his insurance were placed with an in- 
surance company the premiums so paid 
would constitute a deductible business 
expense, and would lessen his income 
tax return by just that much. 

There are quite a number of con- 
cerns throughout the country which 
for various reasons best known to them- 
selves carry their own insurance. In 
the maioritv of instances they feel that 
it can be done much cheaper than by 
paying a premium to the insurance com- 
panies. This new decision bears direct- 
ly on that point. 





25 YEARS WITH PHOENIX 





George M. Lovejoy Honored By Asso- 
ciates; Began His Insurance 
Career In Chicago 





George M. Lovejoy, vice-president of 
the Phoenix, Connecticut Fire, and 
Equitable Fire & Marine, has rounded 
out twenty-five years of service with 
the Phoenix and officers of the three 
companies were his hosts at a luncheon 
given in Hartford a few days ago. 

Mr. Lovejoy is a native of Waterville. 
Me. He was educated at Westbrook 
Seminary, Phillips Andover Academy 
and at Tufts College. from which he 
graduated in 1882. He began his in- 
surancs career in Chicago in 1883, be- 
coming connected with the German- 
American Insurance Company of New 


Reciprocal Bill Sent 
On to Massachusetts 


WILL HAVE MUCH SUPPORT 





Situation on Way to Being Cleared Up; 
Walter K. Chorn Confers With 
Companies 





Following conferences in Massachu- 
setts between Walter K. Chorn, as rep- 
resentative of the reciprocals, certain 
insurance companies and _ Insurance 
Commissioner Monk the situation there 
relative to reciprocal insurance looks 
as if it were on the way to solution. 
A number of Massachusetts companies 
have agreed to support a measure pro- 
viding for the licensing of reciprocal 
insurance exchanges. 

Charles M. Howell, leading counsel 
for the reciprocals, has had prepared 
and forwarded to the reciprocals’ Bos- 
ton attorney, Robert J. Bottomly, a bill 
which they believe will meet with gen- 
eral approval. 

It provides for the same class of 
supervision by the insurance commis- 
sioner as that official exercises over 
other classes of insurance carriers. It 
provides that full reserves of every kind 
shall be carried, same to be calculated 
n accordance with the law relating to 
similar reserves for stock and mutual 
insurance companies. These reserves 
are to be held in cash or invested in 
such securities as are provided by law 
for the investment of similar reserves 
of companies insuring similar risks. In 
addition, it provides that there shall be 
kept on hand at all times a surplus of 
not less than $200,000, same to be in 
cash or in securities specified by law. 
It provides for the same taxes that 
mutual companies pay. It further pro- 
vides that service of process in suits or 
other proceedings may be had upon the 
insurance commissioner in the same 
manner as is provided for in the case 
of insurance companies. The insurance 
commissioner is given the right to ex- 
aminations as in the case of other auth- 
orized insurance carriers. 

“In short, the bill provides for the 
reciprocal plan of underwriting with 
financial requirements practically the 
same as for stock companies and with 
the mutual plan of taxation applying,” 
said a representative of the reciprocals. 
“The financial requirements are much 
higher than those required by mutual 
companies generally. I do not see how 
any one can logically object to this bill 
and I am hopeful that it will be speedily 
passed. If so, it will automatically dis- 
pose of the situation which has assumed 
the proportions of a controversy be- 
tween the two states.” 





WESTERN CONSOLIDATION 

The Commonwealth Life of Omaha 
has been consolidated with the Stand- 
ard Life of St. Louis. The Standard’s 
gain of the Commonwealth’s business 
will give it in excess of $80.000,000 in 
force instead of $42,000,000. The Stand- 
ard’s assets increase to $4,300,000. 

E. G. Rolwing, vice-president of the 
Standard in charge of the company’s in- 
vestments, retires as vice-president and 
his stock interest is taken over by a 
group of associate officers and stock- 
holders. 





capacities, becoming special agent in 
1884. January 1, 1897, he accepted a 
position with the Magdeburg Insurance 
Company, becoming its western gener- 
al agent, and on January 1, 1899, he 
joined the western department of the 
Phoenix as assistant general agent. On 
retirement of H. M. Magill, as manager 
of the company’s western department 
in 1901, he became joint manager with 
Mr. Spear. under the firm name of Love- 
joy & Spear, with headquarters at Cin- 
cinnati. He was elected president of 
the Fire Underwriters’ Association of 
the Northwest in 1895 and was elected 
vice-president and a director of the 
Phoenix in June, 1913. 








The Human Side of Insurance 








CLINTON DAVIDSON 





Clinton Davidson, manager of the 
Buffalo office of the Connecticut Mu- 
tual Life, is one of the leaders in the 
promotion of the high school essay con- 
test which is being put on in Buffalo 
by the life underwriters and by the 
banks which operate trust departments. 
The contest dealt with the importance 
of life insurance and trust estates. Mr. 
Davidson’s organization is known as 
the Clinton Davidson Service with of- 
fices in the White Building, Buffalo. He 
specializes in writing policies to create 
trust estates. On his letterhead which 
shows considerable distinction, in the 
lower right hand corner is an etching 
of a desert scene with pyramids show- 
ing prominently. Underneath it reads. 
“Contract Estates — Enduring as the 
Pyramids.” At the top of the letter- 
head is merely the name and address 
of the service and this in small let- 
ters “Estates Built and Distributed by 
Contract.” Mr. Davidson is one of the 
directors of the Buffalo Life Underwrit- 
ers Association Ine. 

* * © 


Miss Edith Bauer, one of the most 
successful life insurance agents in New 
York, leaves this month for a trip to 
Egypt and other countries. She is with 
the Equitable Life Assurance Society. 


LEAVENS’ NEW POST 
Harry C. Leavens has been appointed 
to be agency assistant, casualty lines 
at the home office of the Travelers. For 
some time past he had been casualty 
manager of the company’s branch of- 
fice at Winnipeg. Before coming to 
the Travelers Mr. Leavens was from 
1912 to 1916 a purser on St. Lawrence 

River and Great Lake steamers. 





E. A. CUFF COMES TO NEW YORK 

E. A. Cuff on Tuesday of this week 
took charge of the rain and sprinkler 
leakage department of the New York 
office of the Hartford Fire. Prior to 
five years ago Mr. Cuff was connected 
for some time with the New York of- 
fice of the Aetna Life and affiliated 
companies. Meanwhile he has been in 
Chicago as special agent for the Hart- 
ford, traveling in several of the north- 
western states. 





NEW WORLD F. & M. 

The World Fire & Marine Insurance 
Company of Hartford has been organ- 
ized with $1,000,000 capital and $1,000,- 
000 surplus. Ralph B. Ives is president. 





EAGLE APPOINTMENT 
The Eagle Indemnity has appointed 
Raab & Co.. Inc., as general agents 
for Richmond, Va. 


William H. Kennedy, Jr., who was re- 
cently appointed manager of the Buffa- 
lo district office of the United States 
F. & G. is the son of a man who at 
one time was treasurer of the state 
of New York; and who likewise was 
an insurance man of prominence. Now 
that William H. Kennedy, Jr., has tak- 
en over the broader field of manage- 
ment of the United States Fidelity and 
Guaranty Companys affairs for all of 
western New York, he has leased addi- 
tional quarters in the White building 
so that his present office occupies near- 
ly an entire floor, to make room for the 
much larger force that will be centered 
in Buffalo. 

* oe * 


Archie E. Acie, who has been district 
manager at Norfolk, Va., for the State 
Mutual of Worcester for the past sev. 
eral years, left the service of the com- 
pany January 1 with a view of prepar- 
ing for the Methodist ministry at Ran- 
dolph-Macon College, Ashland, Va. His 
successor at Norfolk is Carl L. Chris- 
tian. Raymond B. Bridges ‘as been 
appointed district manager at Staunton 
for the State Mutual. These appoint- 
ments were announced by John OC. 
Gocde, Virginia manager for the eon- 
pany at Richmond. Mr. Goode also an- 
nounces that S. Grant King, a traveling 
man of wide experience, has been ad- 
ded to his staff of special representa- 
tives at Richmond. 

* * * 

Haley Fiske, president of the Metro- 
politan Life, sent a personal Christmas 
message to tthe field force of the com- 
pany by means of a phonograph record. 
The record was made by the Columbia 
Graphophone Co. and it is said to be 
one of the clearest and best reproduc- 
tions of a speaking voice ever turned 
out by that company. Mr. Fiske’s 
marvelous speaking voice would easily 
account for this result. 





E. A. WOODS WRITES BOOK 





High Praise for “Life Underwriting As 
A Career” From Secretary Will- 
iam A. Alexander, of the Equitable 





Secretary William Alexander, of the 
Equitable Life Assurance Society, has 
this to say of a new book written by 
EK. A. Woods: 

“Kdward A. Woods, of Pittsburgh, has 
written a little book entitled, ‘Life Un- 
derwriting as a Career,’ which has just 
come from the press. So many books 
have been written by incompetent peo- 
ple about life insurance that it is re- 
freshing to read a book by an author 
who speaks with authority. 

“If I were in search of a suitable 
calling and had been advised to enter 
the insurance field, and if T stood shiv- 
ering on the brink, T am sure this book 
would enable me to reach a sound con- 
clusion, for IT believe that any man of 
intelligence who will read it with 
thoughtful care will have no difficulty in 
determining whether he is. or is not, fit- 
ted for this work.” 





GLOBE PROMOTION 

The Globe Indemnity has promoted 
Frank H. Bragg, assistant superinten- 
dent of the plate glass department, as 
superintendent of that denartment. F. 
G. Boggart, who for a number of years 
has been superintendent of the burglary 
and plate glass department, will con- 
tinue asi superintendent of the burglary 
department. 





NEW AUTO RATES 
Information about the new automo- 
bile public liability, property damage. 
and collision rates of the Casualty Bu 
reau. became known this week. Pub- 
lic liability rates are down about 8% 
on restricted covers. Property damage 


rates are advanced slightly. 
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Fire Insurance Department 








Daily Paper Prints 
48 Pages on Insurance 


EVENING POST ACHIEVEMENT 





New York Edition Engineered By Frank 
F. Loomis; All Kinds of Coverage 
Represented 





The annual insurance review of the 
Chicago “Evening Post,” edited by 
Frank F. Loomis, published on Decem- 
ber 31, consists of forty-eight pages 
and is a really remarkable achievement 
not only editorially but in a business 
way. 

The pictures of a number of insurance 
men are printed and the leading photo- 
graph is one of President Coolidge 
taken when he was Vice-President of 
the United States at the cornerstone 
laying of the Illinois Life building on 
Lake Shore Drive. 

Among the insurance agencies which 
write fire insurance and other lines 
and which have ads are Marsh & Mc- 
Lennan, the Rockwood Company, suc- 
cessors to the Rockwood-Badgerow 
Company; Stewart-Keator; Kessberg- 
er & Lederer; Wiley, Magill & John- 
son; A. F. Shaw & Company; Rollins, 
Burdick, Hunter Company; Harold Leo- 
pold, of Marsh & McLennan; R. N. Na- 
pier & Company, Jay F. Chappell & 
Company, B. N. Anderson & Company. 

One of the most remarkable features 
of the paper is that the reciprocals are 
represented in the advertisements as 
well as the stock companies and mu- 
tuals, Sherman & Ellis, Inc., of the As- 
sociated Employers’ Reciprocal, having 
a half page ad. 

There are articles about fire insur- 
ance control, multiple coverage, inven- 
tories, taxation, automobile accidents, 
insurance law, necessity of reading pol- 
icies and numerous other subjects. A 
large part of the issue is devoted to 
life and casualty insurance stories and 
personalities. 





DOUGLASS SUCCEEDS BROKAW 

The Fidelity-Phenix announces that 
EK. C. Douglass will take charge of its 
Northern New Jersey field as special 
agent succeeding KE. S. Brokaw, who 
has been transferred to the loss depart- 
ment. Mr. Douglass entered the em- 
ploy of the Fidelity-Phenix as an in- 
spector and has been assigned to var- 
jous special agents’ fields in the East. 
A short time ago he was appointed 
assistant special agent and is _ well 
qualified by experience to fill his new 
position. 





BUYS MORE PROPERTY 
The Aetna Life has arranged to buy 
an additional tract of five acres on 
Farmington Avenue, Hartford, adjoin- 
ing a seventeen acre plot already ac- 
quired by the company for its proposed 
new home office group. 


THE NEW TAX BILL 





No Change So Far As Stock Fire 
Insurance Companies are 
Concerned 





Daily papers in New York and some 
cther cities printed on Saturday morn- 
ing the complete transcript of the new 
tax bill as recommended to Congress by 
Secretary of the Treasury Mellon. In- 
surance lawyers, underwriters and ac- 
countants spent part of Sunday reading 
the measure. They found that the pro- 
visions of the act affecting fire insur- 
ance companies in the proposed meas- 
ure are the same as they were in the 
Revenue Act of 1921. In other words, 
the tax on stock fire insurance compa- 
nies is still 1244% upon their under- 
writing and investment income in ac- 
cordance with the provisions of the an- 
nual statements approved by the insur- 
ance commissioners and subject to the 
usual deductions for losses and expens- 
es incurred. 





THE LATE WILLIAM MORRISON 





Former New Jersey and Pennsylvania 
Field Man Was a Fine 





Character 
William Morrison, assistant secre- 


tary of the Hanover, who died last 
week at the age of sixty-two, came to 
this country from Scotland when a 
young man and spent most of his busi- 
ness life with the Hanover. He had a 
wide acquaintance in the New Jersey 
and Pennsylvania field; and was a 
member of the New Jersey Special 
Agents’ Association and the Blue 
Goose. 

One of the New Jersey field men who 
traveled with him for some time said 
to The Eastern Underwriter: 

“Mr. Morrison was a fine, lovable 
character; straightforward and honest 
in all of his dealings.” 





MEET OLD FRIENDS 

Among the men in the insurance bus- 
iness who attended the Old-Timers 
Night at the New York Newspaper 
Club on Saturday night of last week 
were Chauncey S. S. Miller, of the 
North British & Mercantile, and Luther 
B. Little, of the Metropolitan Life. Mr. 
Miller at one time was with the New 
York “Herald” and Mr. Little with the 
New York “Times.” 





PROMOTE SCOTT AND WOODS 

G. L. Scott and E. N. Woods have 
been appointed assistant general ad- 
justers for the North British & Mer- 
santile and its affiliated companies. 
Both have been connected with the 
loss departments of these companies for 
several years under General Adjuster 
W. F. Barton. 








J. A. KELSEY, President 


Capital 
ONE MILLION DOLLARS 





GEORGE Z. DAY, Secretary 


STANDARD 


INSURANCE COMPANY 
OF NEW YORK 


Surplus 
ONE MILLION DOLLARS 


Head Office: 45 John Street, New York 























mniversar 
This is the Springfield’s ie 
75th Anniversary Year! 


Back in 1849, when sturdy pio- 
neers began their Westward 
march in the Prairie Schooner, 
a group of resolute New 
Englanders, likewise pioneers, 
founded the Springfield Fire & 
Marine Insurance Company. 


Seventy-five years of sound 
business practice, under able 
and courageous management, 
are responsible for the impreg- 
nable position which this com- 
pany now holds. 





Cash Capital § 1s0000000 


75 Years of 
Property Protection. 


SPRINGFIELD FirE & MARINE 


INSURANCE COMPANY 
SPRINGFIELD, MAss, 








——_£_—————— 


' We write Fire and allied lines, Compensation, Liability and Automobiles. 














CHARLES HOYT SMITH 
OR 
MARSHALL & STERLING, INC. 
Poughkeepsie Trust Co. Building 
POUGHKEEPSIE, N. Y. 
Telephone 8271 





We pay Brokers liberal commissions and protect their accounts. 


We furnish insurance Engineering and Prevention Service gratis on 
Fire and Compensation risks. 


We represent fifteen of the leading Fire Companies and are General 
Agents for the Globe Indemnity Company. 
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Tourist Floater Risks 


Jewelry, Furs and Personal Effects covered 
against “ALL RISK” losses anywhere in 
the Wide World—Form broad and liberal. 


Particulars upon request. 


MARSH & MSLENNAN 


175 West Jackson Blvd. 
CHICAGO 
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COMPANIES DIFFER ON TANNERY CLAIMS 


(Continued 
of counsel this differen:e in form was 
immaterial. 

A separate opinion was secured by 
one of the companies from its own 
who leaned to the view that 
under the decisions of the courts in a 
somewhat analogous situation the loss 
would probably be regarded as a direct 


counsel 


loss by fire, but these attorneys in- 
clined strongly to the view that the 
companies would have a defense by 


reason of the manufacturing 
ses exemption provision. 
The Jacob Dold Loss of 25 Years Ago 

It is a somewhat singular fact that 
no case exactly similar to this has 
arisen in connection with the tannery 
losses in the past half century; and 
hence there is no court decision bear- 
ing directly upon the question. 

A case somewhat, but not entirely, 
analogous to the one under consider- 
ation is that of the Jacob Dold Pack 
ing Company which occurred at Kansas 
City, Mo., 


proces 


twenty-five years ago, but 


this case did not get into litigation. 
That fire originated in the packing 
house which was almost totally des 
troved, The representatives of the 
Jacob Dold Packing Company visited 


the offices of the special agents and 
adjusters in Kansas City and from them 
obtained written consent to handle the 
salvage. The adjusters assumed that 
this referred to the salvage in the pack- 
ing house where the fire occurred, but, 


armed with the consent of the insur- 
ance people, the assured sent the stock 
of two warehouses, situated 100 feet 


distant, where the fire had not reached 
(valued at $750,000), to various por- 
tions of the country; sold same at the 
market price, and presented a bill for 
$250,000 Two leading legal firms in 
Chicago expressed the opinion that the 
companies would be liable for this loss 





from page 1) 


under fire insurance policies 
the case had not been affected by the 
elements of waiver and estoppel. 
The Line-Up on Pocahontas 

In the Pocahontas Tannery Company 
case a number of companies whose in- 
teregts amounted to about $500,000 felt 
that the question involved should be 
left to the courts to decide, but at a 
meeting the companies whose _ insur- 
ance aggregated about $900,000, felt 
the case should be compromised. Proofs 
were accordingly filed against all the 
companies on the basis of the actually 
determined foss on the leach house, 
plus $89,583.67 loss on hides in vats, 
but accompanying the proofs was an 
agreement on the part of the assured 
to accept 50% of the claim for loss on 
hides as a matter of compromise. 





JOINS CENTRAL FIRE OFFICE 





W. F. Sullivan Heads Casualty Depart- 
ment of Recently Appointed Bor- 
ough Agents of Metropolitan 





William F. Sullivan has been ap- 
pointed manager of the newly-creatcad 
casualty department of the Central 
Fire office which have been appointed 
borough agents for the Metropolitan 
Casualty. Mr. Sullivan commenced his 
career in the insurance business as a 
schedule rating inspector in the off*ce 
of the Travelers in Naw York in 1914. 
In 1917 he was made a special agent 
and in 1918 a special representative of 
the company’s metropolitan office. In 
1922 he resigned his position with the 
Travelers to become manager of the 
casualty department of J. George Grill, 
Inc., now borough agents for the Eagle 
Indemnity, which company he left to 
become identified with the Central Fire 
office. 


even if 


THE DES MOINES ASSOCIATION 





Tells Public in Newspaper Ad Its Pur- 
poses and Aims; Organized 
in 1910 





In a cooperative ad the Des Moines 
Fire Underwriters Association tells the 
public of that city what is the purpose 
and aims of the association. The adver- 
tisement read in part: 

Organized by local agents in 1910 to 
promote the interests of the insuring 
public in the following manner: 

To support right principles and op- 
pose bad practices in insurance under- 
writing. 

To better conditions in the insurance 
business as relating to the interests of 
the insuring public. 

To encourage legislation for correct 
uniform forms of insurance policies 
and riders. 

To aid in the enforcement of insur- 
ance laws and the punishment for vio- 
lations thereof, 


To promote the idea of fire preven- 
tion by a continuous campaign of edu- 
cation, and the spread of fire preven- 
tion literature. 

To encourage better building 
struction and adoption of a 
building code for our city. 

To cooperate with the fire depart- 
ment and fire marshal in the removal 
of fire hazards. 

To cooperate with municipal author- 
ities and safety council for a practical 
and effective control of automobile 
traffic, with a view to the prevention 
of accidents and relieving of traffic 
congestion. 

The earnest and consistent effort on 
the part of all its members to place 
the business of insurance in its proper 
place in the business world, to the end 
that the insuring public will get full 
value in service and protection for the 
insurance premiums it pays. 


con- 
modern 


BROKER SUED 





Charged With Neglecting To Place A 
Policy; Receiver Authorized by 
Court To Sue 





A suit for $3,600 against a fire insur- 
ance broker wag filed recently in Fed- 
eral Court by William A. Dolan, of 
Newark, receiver for the A. & M. Shoe 
Manufacturing Company, Inc., with a 
plant at Newton, N. J., charging that 
the broker neglected to place a policy 
for that amount and that the loss was 
passed to the company when the plant 
burned. 

The complaint states that the brok- 
er, John C. Losey, of 31 Liberty Street, 
Newton, agreed to place $15 000 worth 
of insurance February 11, 1922, and on 
November 22, 1922, agreed to place an 
additional $18,600. The plant was des- 
troyed by fire with a loss in excess of 
$38,000 December 20, 1922. 

Dolan was appointed receiver for the 
company June 18, last. He was auth- 
orized by the Federal Court to enter 
suit against the insurance man. (Claim- 
ing that the loss to the company is 
directly due to the negligence of the 
broker, he asks damages of $3.600 with 
interest from December 20, 1922. 





WOMEN CONDUCT AGENCY 

The John H. Cooney Insurance 
Agency of Johnstown, Pa., has been 
sold to Miss Helen Horn who will here- 
after conduct the business with her 
sister, Miss Anita Horn. The name of 
the agency will be changed to the Horn 
Insurance Agency. 





NATIONAL UNION INCREASE 

Stockholders of the National Un‘on 
Fire of Pittsburgh will have the op- 
portunity of voting January 14 on the 
proposition to increase the capital stock 
from $2,000,000 to $5.000,000. It is ex- 
pected that the vote will be unanimous 
ly in favor of the increase. 





LOYAL TO FRIENDS, AND TO LOYAL AGENTS, LOYAL 





Neal Bassett, President 
John Kay, Vice-Pres. and Treas. 
A. H. Hassinger, Secretary 
Wells T. Bassett, Secretary 


FIREMEN’S 


INSURANCE CO. 


of Newark, N. J 
Organized 1855 


Statement January 1, 1923 
ASSETS AND LIABILITIES 


Capital ...$2,250,000.00 
Reserve Rein- 
surance Fund 
and Reserve 
for all other 
liabilities .. 9,004,301.01 


Net Surplus 4,436,386.20 


Total ....$15,690,687.21 


Policyholders Surplus, 
$6,686,386.20 











Henry M. Gratz, President 
Neal Bassett, Vice-Pres. 
John Kay, Vice-Pres. and Treas. 
Davis G. Vaughan, Secretary 
A. H. Hassinger, Secretary 
Welle T. Bassett, Seeretary 


. THE 
Girard F. & M. 
INSURANCE CO. 


of Philadelphia 
Organized 1853 


Statement January 1, 1923 
ASSETS AND LIABILITIES 


Capital ...$1,000,000.00 


Reserve Rein- 
surance Fund 
and Reserve 
for all other 
liabilities ... 2,665,678.50 


Net Surplus 1,110,233.48 


Total .....$4,775,911.98 


Policyholders Surplus, 
$2,110,233.48 

















Nea] Bassett, President 
John Kay, Vice-Pres. and Treas. 
John A. Snyder, Secretary 
A. H. Hassinger, Secretary 
Wells T. Bassett, Secretary 


MECHANICS 


INSURANCE CO. 


of Philadelphia 
Organized 1854 
Statement January 1, 1923 
ASSETS AND LIABILITIES 


Capital ...$ 600,000.00 


Reserve Rein- 
surance Fund 
and Reserve 
for all other 
liabilities ... 


Net Surplus 


1,916,251.22 
945,537.10 


Total .....$3,461,788.32 


Policyholders Surplus, 
$1,545,537.10 














H. M. Schmitt, President 
Neal ssett, Vice-Pres. 
John Kay Vice-Pres. and Treas. 
Thos. A. Hathaway, Secretary 
A. H. Hassinger, Secretary 
Welle T. Bassett, Secretary 


National 
Ben Franklin 


FIRE INSURANCE CO. 
of Pittsburgh, Pa, 
Organized 1866 

Statement January 1, 1923 
ASSETS AND LIABILITIES 
Capital ...$1,000,000.00 


Reserve Rein- 
surance Y"und 
and all other 
liabilities .... 1,829,033.00 


Net Surplus 1,452,589.00 


Total As- 
sets ....$3,781,622.00 


Surplus to Policyholders 
$2,452,589.00 











LOYAL TO FRIENDS, AND TO LOYAL AGENTS, LOYAL 
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Re-Organize Agency 
Hundred Years Old 


SPRINGFIELD, MASS., CHANGE 





Charles E. Stickney & Co. Becomes 
Dunlap-Campbell-Johnson Co.; 
Personnel of Agency 





One of the oldest insurance agencies 
in New England, the Charles E. Stick- 
ney & Company, of Springfield, Mass., 
in existence more than a century, has 
just been reorganized and_ will be 
known hereafter as the Dunlap-Camp- 
bell-Johnson Co. 

The agency was established as early 
as 1822 by Daniel Lombard, and has 
been operating as Charles KE. Stickney 
& Co. since 1866. The new associates 
are Fred M. Campbell who has been 
associated with the old Charles KF. 
Stickney & Co.; Frank L. Dunlap, a 
prominent owner of real estate in 
Springfield; and Chester P. Johnson, 
formerly special agent for the Travel- 
ers Insurance Company in Ohio. Mr. 
Dunlap is president. 

The new corporation is cap‘talized at 
$100,000 and will have all facilities for 
fire and casualty lines. 

In 1922 the Stickney Agency repre- 
sented the Great American, Hartford, 
Liverpool & London & Globe, London 
& Lancashire, Phoenix of Connecticut, 
and Manufacturers & Merchants Mu- 
tual. Other companies in the agency 
include Connecticut General, American 
Surety, and Massachusetts Plate Glass. 





R. F. BROWN’S TALK 


Agent Addresses School In Buffalo On 
Principles and Practices of 
Insurance 
Raymond F. Brown, president of the 
Brown-Kinsey Company, general agents 
of Buffalo, spoke recently before the 
real estate class of Hutchinson C:'ntral 

night school. 

“The business of insurance has 
climbed to a place second only to fi- 
nance in industry,” Mr. Brown declared. 
He went on to say that only a few 
years ago insurance selling was looked 
upon as the last resort for those who 
had failed in other things but that the 
business had grown to such far-reach- 
ing importance that no business of any 
account can be without from four to 
forty different kinds of insurance “in 
order to properly safeguard its indus- 
trial activities.” 

“Bankers and financial authorities to- 
day make careful survey of the insur- 
ance safeguards which their borrowing 
clientele throw around thcir business.” 

Mr. Brown defined insurance for the 
class as “a device of society whereby 
one person makes a contract with an- 
other, the second party agrveing to as- 
sume certain definite risks of the first 
party, upon payment by the latter of 
a compensation called the premium.” 





FIRE ENGINE STARTS FIRE 

The statement may appear ridiculous 
but it is nevertheless the fact that a 
costly investment made by Woodstown, 
N. J., to fight fire and prevent destruc- 
tion and loss came near being the med- 
jum of causing what it was designed 
to avert. The town last spring pur- 
chased a latest type of pumping fire 
apparatus, which won prizes in three 
Parades during. the summer. On 
Thursday, December 6, while the tax 
collector was busily engaged in the 
borough hall gathering in the cash he 
smelled smoke and upon investigating 
he discovered that it was oozing from 
the door of the fire station, which is 
located in the building. The fire ex- 
tinguishing machine was being con- 
sumed by flames that had originated in 
the ignition system and would have 
destroyed the borough hall upon get- 
ting greater headway. 
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PROGRESS AND 
THE HOME 


One of the duties which an insurance insti- 
tution owes to its agents is to keep abreast 
of new developments in connection with 
underwriting and its many ramifications. 


That The Home of New York is fulfilling 
its obligations in this regard, is evidenced by 
the part that the Company takes in fostering 
any movement which will make for better 
conditions in the business of fire insurance. 
Then, too, The Home endeavors always to 
provide for its agents facilities for handling 
new lines with the attendant opportunity of 
increasing their premium income. 

It is this progressive spirit and a personal 
interest in the welfare of its agents that 
have done much to make The Home of New 
York “The Largest and Strongest Tire 
Insurance Company in America.” 





THE HOME 


INSURANCE COMPANY 


NEW YORK 


ELBRIDGE G. SNOW, President 




















Fire and Lightning, Automobile (Complete cover in Combi- 
nation Policy), Earthquake, Explosion, Hail, Marine (Inland 
and Ocean), Parcel Post, Profits and Commissions, Rain, 
Registered Mail, Rents, Rental Values, Riot and Civil Commo- 
tion, Sprinkler Leakage, Tourists Baggage, Use and Occu- 
pancy, Windstorm. 





STRENGTH REPUTATION SERVICE 

















F. H. Hoadley’s Lecture 
On Auto Insurance 


—_— 


HIS IDEA OF FUTURE RATING 





Schedule Should Give Chief Importance 
to Actual Classified Loss-Cost 
Experience 





Fred H. Hoadley, secretary of the 
American of Newark, started off the 
new automobile insurance course of 
the Insurance Society of New York 
with an interesting talk outlining the 
history and growth of that division of 
insurance. Four years ago the num- 
ber of cars registered in this country 
was 6,500,000. For the first six months 
of this year the output was more than 
2,000,000 cars. In four years the pre- 
miums increased from $150,000,000 to 
$213,000,000. The significance of this 
figure should also take into account 
the fact that automobile insurance is 
only a quarter of a century old. 

Valued Policy Unsound 

In discussing contracts Mr. Hoadley 
said that the widespread use of a 
valued policy was always an unsound 
practice and so recognized by fire un- 
derwriters who had fought it off. ‘“‘Al- 
though in auto insurance its evils were 
accentuated by the rapidity with which 
automobiles in every day use lost the 
bloom of youth and depreciated in ac- 
tual re-sale value; yet this of all others 
was the branch of insurance which per- 
mitted itself to indulge in a valued 
policy,” he said. “The lesson was not 
learned until the panic which struck 
the automobile underwriting fraternity 
amidships, with the deflation of prices 
for motor vehicles which set in late in 
1920 and continued in 1921.” 

In discussing future rating Mr. Hoad- 
ley thought the next step is to devise 
a schedule that will give chief import- 
ance to the actual classified loss-cost 
experienced by the carriers as the de- 
termining factor. 

When this is done the record of the 
past must be the guide for those who 
are to give form and direction to the 
future. That guide will teach them not 
only to rely upon a narrowly limited 
volume of experience, but to gain their 
data from every available source, lest 
the rates so derived, reflecting an ex- 
perience worse than the true average, 
may bear too heavily and bring on 
an adverse selection, driving the best of 
the business to non-co-operating and 
non-conforming competitors. 

Mr. Hoadley called attention to an 
interesting development in English 
practice, which they call a ‘non-claims 
bonus’ and which is said to have a good 
effect upon moral hazard and might be 
worth considering in America. The 
policyholder who presents no claims 
for loss during his first policy year be- 
comes entitled thereby to a rebate of 
10% on his second year premium. 
This plan emphasizes the community 
of interest between the insured and the 
carrier, an idea that needs cultivation. 





INSURANCE STOCK PRICES 
(Furnished by J. K. Rice & Co., 36 
Wall St., New York.) 

Par 
Value Div. Bid Asked 
Amer. Alliance ..$100 20% 350 380 
Amer. Surety .... 50 10% 95 97 
Bond & Mort Guar. 100 16% 280 287 
City of New York. 100 12% 218 225 


Continental ...... 25 24% 92 965 
Fidelity Phenix .. 25 24% 114 120 
ly, 1) ee 25 24% 125 130 
Glens Falls ...... 10 24% 54 60 


Globe & Rutgers... 100 20% 700 1750 
Great American .. 100 16% 250 260 
Hanover ......... 50 10% 83 90 
Home ....: ee 100 18% 354 360 
National Liberty . 50 20% 170 200 
National Surety .. 100 9% 160 165 


QNISBATE occ cec. 50 16% 145 152 
North River ..... 25 10% 50 56 
United States .... 20 10% 64 70 


Westchester ...... 10 25% 37 40 
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Gustav Kehr Heads 
National Liberty 


Cc. H. COATES BE( ‘OM ES VICE-P. 
Reorganization Includes Resignation of 
M. J. Averbeck and Eleven Other 
Directors 


Gustav Kehr, vice-president of the 
National Liberty for many years until 
about two years ago when he resigned, 
and recently known to be seeking ma- 
jority stock control of that company, 
was successful when the annual meet- 
ing was held last Friday. At the re- 
organization which occurred at the 
stockholders meeting and at the direc- 
tor’s meeting afterwards, Mr. Kehr was 
elected president of the National Lib- 
erty, succeeding Charles H. Coates, who 
becomes vice-president. L. Pfingstag 
continues as vice-president and secre- 
tary. No changes were made among 
the junior officers. Twelve of the fif- 
teen old directors resigned and were 
succeeded by new appointees. 

These changeg in administration were 
made without friction following confer 
ences between the two parties of stock 
holders. Lamar Hardy, on behalf of 
M. J. Averbeck and his associates, 
made the following statement: 

On behalf of the stockholders, including the 
directors and officials of the company, I de- 
sire to say that new interests have a quired 
the. stock contro] of this company, and it was 
felt for the best interests of the company as 
well as of the stockholders that the new in- 
terests should operate the company and take 
over its management, and for that reason the 
directors have tendered their resignations. 
The company is in excellent condition. The 
showing for the present year will please all 
of the stockholders, and I hope that the new 
management will go forward and make even 
a better record in the years to come. The 
stockholders, official] staff and the agency 
force have been loyal to the present manage- 
ment, and I bespeak the same degree of loy- 
alty and support upon their part to the in- 
coming management. 

Statement By New Interests 

Ralph Jonas, attorney for the inter- 
ests now in control, made the follow- 
ing statement: 

On behalf of the stockholders and the in- 
coming directors, I wish to heartily ¢hank Mr. 
Averbeck, Mr. Coates, Mr. Armstrong, _ Mr. 
Avery and the other officers ana the retiring 
directors for their courtesy and cooperation in 
bringing about a condition of harmony within 
the company. The incoming management plans 
to go forward with the National Liberty In 
surance Company of America in a broad and 
constructive way. No drastic changes in per 
sonnel or policy are contemplated and the 
representatives and employes of the company 
may count upon every cooperation for mutual 
happiness and profit, 


The following directors retired by 
reason of the expiration of their terms: 
O. W. Uhl, Albert B. Ashforth, M. J. 
Averbeck, Frank H. Jones and Charles 
H. Coates. The ten who resigned are: 
Frank Presbrey, Chester A. Braman, 
I. W. Cokefair, R. Pagenstecker, George 
C. Haigh, Benjamin B. Avery, H. G. 
Kilshemius, Edmond E. Robert, F. J. H. 
Ludwig, and Grant Squires. 

The stockholders re-elected Messrs. 
Coates, Ludwig and Squires, and elect- 
ed the following twelve new directors: 
Gustav Kehr, president of the com- 
pany; Alfred M. Barrett, former Public 
Service Commissioner of New York 
State; Jeremiah Wood, former Lieut- 
enant Governor of New York and 
former Judge of the New York Court 
of Claims; Edwin G. Forster, vice- 
president of the Montauk Bank of 
Brooklyn; G. H. Kehr, former vice- 
president of the company; Daniel J. 
Leary, president of the Morse Dry 
Dock Company; Arthur S. Somers, 
treasurer of Fred S. Lavanburg & Com- 
pany, paint manufacturers, president of 
the Brooklyn Chamber of Commerce 
and president of the Somers Savings 

jank of Brooklyn; Richard P. Alde- 
croftt, lawyer, and George I. Skinner, 
formerly superintendent of banks of 
New York State. 

Career of Gustav Kehr 

Before being retired from office in 
1921 when Mr. Averbeck and the lat- 
ter’s administration secured control of 
the National Liberty, Mr. Kehr had 
been with the company for fifty-one 
years. He started as a clerk in 1870 


at a time when his father was Brook- 
lyn agent of the company. During his 
half century connection with the Na- 
tional Liberty Mr. Kehr gained a wide 
knowledge of fire insurance underwrit- 
ing problems and became well-liked by 
the company’s large agency force. 
G. H. Kehr, former vice-president and a 
relative of the new president, will take 
an active part in the new administra- 
tion but without an official title. For 
years he had charge of the agency plant 

and his ties there will be renewed. 
Mr. Coates, now vice-president, for 
many years had been Western manager 
of the company before he was called 
to New York to become the executive 
bead. His relations with the old ad- 
ministration of President Edwardg and 
Vice-President Kehr were most cordial, 
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and he has worked faithfully with the 
Averbeck administration. 

For the last two and one-half years 
Mr. Averbeck, chairman of the board, 
has been the dominating figure in the 
company. As a successful business 
man he worked hard and faithfully in 
the interests of the National Liberty, 
but as he was not an insurance man he 
was criticized for some of the drastic 
changes he made in underwriting pol- 
icies. A feeling of uncertainty was 
created in the company’s large agency 
plant and it is the avowed purpose of 
the new administration to restore quiet 
in the field. 





The Fred KE. Coe Insurance Agency 
of Little Falls, N. Y., has been sold to 
Leon Warner of that city. 
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URIAH D. FRISBY DIES 

Uriah Davis Frisby, for twenty-five 
years office manager and examiner in 
the New York office of the Queen and 
for thirteen years examiner in the 
home office of the Massachusetts Fire 
& Marine in Boston, died recently at 
his home in Somerville, Mass., at the 
age of 80 years. In 1910 he went to 
3oston after working for many years 
in this city. He is survived by his 
widow and two sons. 





Schulman & Company have been in- 
corporated in New York City to do an 
insurance and brokerage business with 
a capital of $5,000. The directors are 
Irving Schulman, Theresa Blumberg, 


and Samual Hyams, all of New York 
City. 
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* *& “New Envelope Enclosures” 


THE PENNSYLVANIA FIRE INSURANCE COMPANY 


NEW YORK OFFICE: 76 WILLIAM STREET 
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Bureau Replies To 
Home on Separation 


DENIES SEVERAL STATEMENTS 








Says Bureau Did Not Prevent Agree- 
ment and That Responsibility is 
Not Now Up to Agent 
Charles TH, Yunker, president of the 
Western Insurance Bureau, has prepared 
an answer to the circular sent by the 
Home to its agents explaining the need 
of separation of mixed agencies in the 
iniddle-west. The Bureau takes exception 
to several of the statements in its reply 

which follows: 
To the Local Agents of the Central 
West:— 

My attention has been directed to a 
circular signed by a vice-president of 
The Home Insurance Company of New 
York, and its allied companies, setting 
out the attitude of that company in 
the campaign now under way to enforce 
compulsory separation in agencies, and 
this letter contains so many errors “or 
worse” (unintentional, perhaps) that I 
do not think it would be proper to per- 
mit it to pass unanswered. I will 
therefore reply to these erroneous 
statements seriatim: 

First—We will agree that the “action 
is regrettable,” and your attention is 
directed to the fact that the initiative 
in creating this deplorable condition is 
not with the Western Insurance Bu- 
reau, and there hag not yet been as- 
signed an adequate, sufficient or logical 
reason for the termination of the Con- 
ference Agreement under which the in- 
terests of the members of both organi- 
zations were protected, as well as those 
of the local agent, who was most 
vitally concerned. 

We are pleased to note that the gen- 
tlemen “honestly did all we could indi- 
vidually to prevent it” and therefore 
it is reasonable to assume that factors 
foreign to the interests of the Amer- 
ican agent dominated the Union’s ac- 
tion. 

Second—It is suggested and even 
stated that the activity of the Union in 
its “separation program” is due to the 
fact that the Bureau restored their 
mixed agencies to the previous status 
of Bureau commissions. To any fair- 
minded company or agent, it must be 
apparent that, when relieved of any 
obligations, the Bureau companies 
could not be placed in an attitude of 
discriminating among their own agents 
in the commissions paid them, and 
their only purpose in restoring the 
mixed agents to their previous status 
was that they might avoid that charge, 
and that all agents of Bureau members 
would be placed on a “uniform commis- 
sion.’ To one acquainted with history, 
this effort to justify the “separation 
program” by the Union is not in keep- 
ing with precedents of Union action. 
The statement of this vice-president, 
referring to the separation situation 
and stating “that is why the present 
unfortunate situation exists compelling 
many of our agents to make the choice 
above referred to” is not in accordance 
with the facts, and is a perversion of 
truth — intentional or unintentional. 
Some day the animating motives be- 
hind this aggressive activity of the Un- 
ion to obtain control will be made 
known. At the present time we must 
judge from the best information at 
hand, and an analysis of the composi- 
tion of the Union membership with its 
foreign entanglements (against which 
all Americans have been warned. will 
throw some light on the subject. 

Third—Again it is suggested that the 
agent must make some choice. Why 
this continued effort to throw the re- 
sponsibility on the agent as the solu- 
tion of a condition that was not of his 
creating? The decision of every local 
agent is his desire to conduct his busi- 
ness as he has in the past—without in- 
terference—and to say that he must 
decide is forcing a situation on to the 
agent which does not belong there. If 
any decision is to be made it should 






Landmarks 


—conspicuous marks varying in 
character, reminiscent of an age or 
generation, which define a boundary, 
or early civic improvement—or the 
abode of a pioneer—interesting to 
the stranger and edifying to posterity 
—but always an object of identifica- 
tion and direction. 

Like a landmark, hallowed by time 
and dignified by a century and a 
quarter of dependable service, Nor- 
wich Union has been a directing sign 
to Agents, prospects and clients. 
Today it reflects the prestige which 
years of constructive endeavor lend. 


NORWICH UNION 


FIRE INSURANCE SOCIETY, LTD. 
75 Maiden Lane, New York 


Hart Darlington, Manager 
J. F. Van Riper, Branch Secretary 


EAGLE FIRE COMPANY 


of New York 


Incorporated 1806 





Hart Darlington, President 
J. F. Van Riper, Secretary 


75 Maiden Lane, New York 


The Oldest New York Insurance Company 


NORWICH UNION 


INDEMNITY COMPANY 
75 Maiden Lane, New York 


W. G. Falconer, President 
E. B, Thistle, Vice-Pres, & Secretary 
H, P. Jackson, Vice-President 





Fire, Tornado, Automobile, Sprinkler Leakage, Explosion, 

Rent, Use and Occupancy, Tourist Baggage, Riot and Civil 

Commotion, Liability, Burglary, Workmen’s Compensa- 
tion, Accident and Health, Golfers, Plate Glass. 


The Agent Who Seeks to Give Good Service 
Must Himself be Well Served 


COMPANIES 











be made by the company. If any com- 
pany is dissatisfied with its represen- 
tation, it of course has the privilege of 
changing; it is not for the agent to de- 
cide, and no self-respecting agent will 
permit himself to be forced into such a 
situation. 

Fourth—Regarding the plan proposed 
by the committee of the National As- 
sociation of Insurance Agents at the 
conference in Chicago, the Bureau com- 
panies were desirous of promoting the 
interests of the business and of the 
local agents. The plan proposed by 
the agents’ committee was a comprom- 
ise plan, and the gentlemen represent- 
ing the Bureau in that conference, be- 
lieving that the best interests of the 
agents and the business would be 
served by so doing, accepted the peace 
plan of the agents without reservation. 
The following is an excerpt from the 
official minutes of that conference as 
kept and published by the Secretary of 
the National Association of Insurance 
Agents, who acted as the Secretary of 
the meeting: 

“The above proposal of the commit- 
tee representing the National Associa- 
tion was accepted by the Bureau Com- 
mittee and declined by the Union Com- 
mittee.” 

The Bureau, at the Chicago confer- 
ence, did agree to the principle of uni- 
form commissions in mixed agencies, 
but emphatically and absolutely re- 
fused to join with the Union in a gep- 
aration campaign against non-affiliated 
companies represented in such agen- 
cies. The Bureau will never consent 
to the principle of separation and 
in refusing to do so at Chicago it 
only adhered to its traditional and well 
known policy. These are the facts, 
which the record of the meeting will 
confirm, the statements of the gentle- 
men referred to notwithstanding. 

Do not accept the premise contained 
in said circular, which reads as fol- 
lows: 

“But however unwelcome or even em- 
barrassing the choice may be, it is at 
least the agent's.” 

That is not the fact—the choice is 
not the agent’s but the company’s, if 
they are not satisfied with their repre- 
sentation. Therefore, again it is sug- 
gested to the self-respecting American 
agent who believes in American inde- 
pendence and freedom of individual ac- 
tion within the law, that he not per- 
mit himself to be forced into a false 
position, and that he do nat submit to 
coercion, however disguised, or inter- 
ference in the conduct of a business 
which he himself has created and con- 
ducted, if he hopes to continue it inde- 
pendently in the future. 


M. DARGAN, JR., LOCAL AGENT 

Milton Dargan, Jr., son of Milton Dar- 
gan, southern manager of the Royal, 
has purchased the interest of C. C. 
Hatcher, Jr., in the latter’s agency of 
Atlanta, Ga., and has been elected vice- 
president and treasurer. Mr, Hatcher 
will continue with the agency in the 
production department. Oscar Ven- 
able is president of the agency. The 
new name of the corporation will be 
Dargan, Venable & Hatcher, Inc. Mr. 
Dargan, Jr., entered the insurance busi- 
ness in 1910 as special agent for the 
Royal Indemnity. He has a reputation 
of being an able underwriter. 





TWO CITIES SURVEYED 

Ten improvements have been recom- 
mended by engineers of the National 
Board of Fire Underwriters for the city 
of New London, Conn., following a sur- 
vey made there. A survey of New 
Britain, which is trying to be raised 
from a Class B to a Class A city, re- 
sulted likewise in the recommending of 
ten principal improvements. 

NEW AGENCY SUPERINTENDENT 

The American Eagle Fire Insurance 
Company announces the appointment of 
Frank A. Christensen as agency super- 
intendent of the Middle Department as 
of January 1,. 1924. Mr. Christensen 
as special agent for the American 
Eagle has been located at Hartford. 
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Advises Assureds To 
Study Their Policies 
AND USE INSURANCE SERVICES 


U.S. Chamber of Commerce Tells Mem- 
bers of Continuous Benefits of 
Insurance Contracts 


The Chamber of Commerce of the Unit- 
ed States, in a review of. activities for 
the year 1923, comments on the value of 
learning the contents of their 
insurance contracts so as to be well in 
formed on matters pertaining to the pro 
tection of their own interests. The fol- 
lowing is taken from the statements of 
the Chamber of Commerce: 

Insurance companies have developed 
many services contributing to business 
expansion and indemnifying against 
unforeseen and unusual losses. There 
exist today broader and more complete 
services for protection against loss of 
man power and property than ever be- 


assur eds 


fore. These services are not generally 
known or utilized by industry and 
trade. 


When the business man buys a ma- 
chine one may be sure he is going to 
understand and use it. From time to 
time he will go over it in order to as- 
sure himself that he is getting the 
maximum production possible at the 
least expense. So should an insurance 
contract be regarded and maintained at 
greatest efficiency. It has been design- 
ed and sold to accomplish a certain spe- 
cific object and should do so. In order 
to help the business man understand 
more thoroughly what the different 
types of contracts mean, to assist in 
bringing about a more thorough under- 
standing of the fundamentals of insur- 
ance and its problems, and to correct 
many of the misconceptions which ex- 
ist, the insurance department of the 
United States Chamber of Commerce 
issues at regular intervals an insurance 
bulletin. In the same way the trade 
association executive, by keeping in 
touch with insurance, may serve the 
association membership. 

As a rule, a business man upon being 
sold an insurance policy puts it away 
without reading it and thereafter pays 
the premiums as a matter of course. 
Seldom does he refer to it unless it is 
to make a claim. This implicit confi- 
dence in the insurance company is gen- 
eral, yet there are few other business 
transactions in which the business man 
does not.take a more active interest. 
For example, if he makes a contract he 
is very careful to see that the written 
form is exactly what he had in mind. 
Or if he purchases a bill of goods he 
is very careful to inspect it upon ar- 
rival to be sure it is according to spe- 
cifications. The-trade association may 
well urge its members to read their 
contracts, understand the contents, and 
use the various services made available 
by insurance as an-*institution. 

The Northeastern Retail Lumber- 
men’s Association has an insurance 
committee whose duty it is to report on 
insurance matters affecting its member- 
ship as well as to see that members 
understand their policy provisions. 
Insurance addresses are made at local 
district meetings and sometimes at the 
annual convention. This association 
has a separate insurance section in its 
association journal, in..which are dis- 
cussed subjects such as “policy serv- 
ice,” which stress the importance of 
understanding insurance contracts in 
force. The Controllers’ Congress of 
the National Retail Dry Goods Associa- 
tion has an active insurance commit- 
tee. In addition to other services it 
is investigating the matter of fidelity 
bonds to decide what form may be 
most desirable for department stores. 
The National Association of Farm 
Equipment Manufacturers maintains an 
insurance bureau. Its duty is to in- 
spect risks, advise as to protection, and 
answer inquiries of a general charac- 
ter regarding insurance problems. The 
Refractories Manufacturers’ Associa- 


tion, on behalf of its members, has 
started a general expert survey of in- 
dividual plants within the industry, 
with the twofold purpose of (a) sug- 
gesting improvements which will re- 
duce fire hazards and (b) examining 
policies to suggest ample coverage. 
The services of insurance specialists 
have been enlisted in this work. 





READING BOARD FORMED 

Reading, Pa., has formed a local 
board known as the Reading Fire & 
Casualty Underwriters Association, 
with the following offic:“s: President, 
Daniel R. Ancona; secretary-treasurer, 
C. B. Dowd; vice-president, J. E. Nor- 
ton. Members of the executive com- 
mittee includa G. W. Billman, Jere H. 
Barr, E. L. Darlington, H. F. Brossman, 
C. T. Dellinger and J. L. Rieser. Meet- 
ings will be held once a month. 
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FIRE EQUIPMENT TAXED 





Suit Brought By American LaFrance 
Co. Decided in Favor of Govern. 
ment; Was Test Case 





The American LaFrance Fire Kngine 
Co. brought suit against the collector 
of Internal Revenue to recover money 
paid as taxes under the excise tax im- 
posed upon manufacturers of automo- 
biles. While the suit was for a sum a 
little in excess of $30,000, a very large 
amount and number of claims would be 
involved in the decision. The U. S. 
District Court of New York has decided 
that fire fighting apparatus come under 
the excise tax provisions and upheld 
the collector. 

The American LaFrance company 
contended that the tax was illegal on 
two points. First, because motor fire 
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apparatus are not named in the tax law 
and it was contended by the company 
that it was for that reason exempt; sec- 
ond, aS most of its business is with 
municipalities, a tax upon its product 
constituted a tax upon municipalities 
and the taxing power of Congress can- 
not be used to hamper or impair the 
administration of their affairs. 





J. P. FRAZIER LOCAL MANAGER 

John P. Frazier, special agent of the 
Norwich Union, has resigned from that 
position to become local manager of 
the Insurance Company of the State of 
Pennsylvania in charge of the Phila- 
delphia and Philadelphia suburban de- 
partment, effective early this month. 
His special agency work for the Nor- 
wich Union has given Mr. Frazier a 
thorough acquaintance of the Philadel- 
phia area, 
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72 Beaver Street, New York 





WHEN PEOPLE TRAVEL THEY CARRY MANY OF THEIR VALUABLE POSSESSIONS. THEY INSURE 
THESE THINGS WHILE IN THEIR HOMES, OF COURSE. THEN THEY CERTAINLY SHOULD 
INSURE THEM AGAINST THE GREATER HAZARDS OF TRAVEL — LOSS, THEFT, DAMAGE 


Hy don’t you address a note right now 
to one of the offices listed below and 
: ask to be put on our mailing list for all infor- 
: mation and advertising material on Baggage 
Insurance, and the other Inland Marine lines? 
We can’t begin to tell you, on this one page, 
the possibilities these lines possess. 


ATLANTIC MARINE DEPARTMENT 


EASTERN DEPARTMENT 
20 Kilby Street, Boston 







FIREMAN’S FUND 


INSURANCE COMPANY 


HEAD OFFICE 
SAN FRANCISCO 


SOUTHERN DEPARTMENT 


Inland Marine 
Lines 


TOURIST BAGGAGE 
PARCEL POST 
MOTOR TRANSIT 
TRANSPORTATION 
SALESMAN’S FLOATER 





WESTERN DEPARTMENT 
76 West Monroe Street, Chicago 


Hurt Building, Atlanta 
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Dunham to Drive Out 
Quacks of Insurance 


HARTFORD CONFERENCE TALK 





Says Companies Will Help Rout Rebat- 
ers; Takes Shot at Radicals, 
in Office and Out 





Colonel Howard P, Dunham, insurance 
commissioner of Connecticut, held his first 
conference last week between executives 
of insurance companies and agents. It 
was for the purpose of hearing every- 
body’s views on the lhcensing question— 
the ethics of the business of production— 
and Colonel Dunham took occasion to 
give his views emphatically and definitely 
on the subject. It was the first extended 
talk he has made since his appointment, 
and follows almost in full. 

“While a great many problems fac- 
ing the insurance commissioners at the 
present time are important, there are 
too maay due principally to lack of 
kncewledge on the part of officials and 
critics, petty irritations among the var- 
ious groups, prejudice and minor de- 
tails which take up a very considerable 
part of the time of the various conven- 
tions. 

“In an analysis of my career in pub- 
lic life and my short experience as 
Insurance Commissioner, I find the in- 
expert is often listened to in the forum 
more frequently than the expert. Even 
when the expert, representing a par- 
ticular body speaks, he is often unskil- 
led in the art of oratory and usually 
weak because of the suspicion as to 
his motives. For witness go to any 
session of Congress, any State Legisla- 
ture, any of the big conventions in the 
country and hear our verbose brethren. 

The Radicals 


“There are usually uninformed and 
misguided radicals in every public and 
private organization—a few who are al- 
ways endeavoring to regulate some- 
thing—looking for the limelight on 
any subject to further their own sel- 
fish ends. 

“How easy it is for some loose and 
illogical thinkers to ramble on before 
public assemblies with false and mis- 
leading half truths. And the danger- 
ous part of it is that really people are 
like sheep and easily led. 

“One important thing we in Connec- 
ticut should be native about is our es- 
tablished Yankee conservatism and in- 
tegrity—it is what has made the proud 
record of its insurance companies) and 
may it sver stay with us. ‘Through 
conflagrations and dark financial days 
our companies have stood like a rock 

“T believe in the theory of law that 
every person shall be entitled to man- 
age his own business in his own way 
as long as it violates no duty to the 
public. 

“There are of course imperfections in 
afew of us. but that is no reason to 
condemn the whole group. As a mat- 
ter of fact there are few insurance 
crooks in companies or agencies. 

“Some of the problems facing the bus- 
iness of insurance today are taxation, 
acquisition costs, underwriting profits 
contingent commissions for agents and 
agency qualification acts. In addition 
to this fine array we of course have 
the interesting cormtest between the 
Commissioner of Missouri and some of 
the companies and the Union-Bureau 
tempest out in the West, and down 
South. These problems are soon to 
be solved and then I suppose aother 
batch will be forthcoming. 

American Agency System Here To Stay 

“I believe the American Agency Sys- 
tem has come to stay and have a firm 
conviction that if there is anything 


| 89-4 or bad in the insurance agency 
| System it rests squarely and_ solely 


upon the companies. An agent is pre- 
sumed to carry out instructions and res- 
trictions of the company, and so I say 


} if the agents are good or bad it is up 
| to the company, In the discussion of 
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When a single spark 
meant destruction — 


VERY fire insurance policy was a long risk 

in the old days of the bucket brigade. A 

lick of flame would soon be fanned to destruc- 

tive fury, practically unchecked by desperate 
but hopeless struggle. 


The great hazard attached to its opera- 
tions was only one of the conditions that the 
L. & L. & G. had to cope with when it entered 
the United States in 1848. By making good 
every obligation, promptly and without dis- 
count, it soon inspired the confidence that has 
won it a foremost place in the realms of in- 
surance. 
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agency questions my warning te you 
is to look out for theorists and fad- 
dists. They creep in where real ex- 
perts fear to tread. 

“I believe that the first and foremost 
element in a successful agent is char- 
acter and then ability—reliability and 
then efficiency. 

Floater Agents 

“There are a_ great many floater 
agents going from one company to an- 
other seeking whom they may devour. 
They are not as pure as Ivory soap, 
but they float just the same. A clear- 
ing house ought to be established to 
get rid of this miserable species. An- 
other semi-dangerous type is the agent 
who is too much a good fellow. He is, 
however, generally losing out to the 
technically qualified agent. 

The Rebaters 


Certain insurance companies appoint 
as agents individuals who are interest- 
ed only in securing the commissions 
on their own policies and those of a 
few friends. This sort of business will 
not be allowed in the future and the 
companies have told me they them- 
selves have taken the initiative in a 
flank movement against this class of 
professional rebaters. We are looking 
for evidence against this class. 

“Concerted action is necessary on 
the part of the agents to combat the 
constantly growing credit evil. I sup- 
pose that even some of you are troub- 
led with overdue accounts. Reasonable 
extension of credit is of course neces- 
sary, but some definite positive rule 
applicable to all offices should be adop- 
ted. At all events interest should be 
charged after 60 days. This system 
ought to extend to agents dealing with 
brokers. 

“A uniform agents’ qualification law 
has for years been advocated by the 
National Association of Life Underwrit- 
ers. Pennsylvania has gone a step fur- 
ther and has established the so-called 
Advisory plan. Each agent before he 
is licensed is required to pass a sat- 
isfactory examination in insurance fun- 
damentals, which is) conducted under 
the supervision of agents. Texas is 
trying this plan and Maryland expects 
to try it if the agents can get a law pas- 
sod. 

“The law enacted in Connecticut dur- 
ing the last legislature has given many 
problems to the insurance department. 

“No one wants a quack as an insur- 
ance agent any more than they want 
a quack doctor, and we are going to try 
and make it hard for the crooked agent 
to exist in Connecticut. But we have 
our physical and mental limitations and 
it has been extremely difficult for us to 
get the machinery in operation to ex- 
amine all new applicants for licenses 
and some of the older license holders. 
Our examinations, however, will prob- 
ably be more accessible soon so that 
applicants will not have to come to 
Hartford. We expect to decide upon a 
formula on what constitutes a good 
agent and with the co-operation of the 
companies and agents expect to even 
elevate the standards of the agency 
force in Connecticut if that is possible. 
In this work we especially need the help 
of you agents. I appoint you all my ad- 
visory board and trust that you will 
keep me in close touch with the situa- 
tion in the field and if you run across 
an agent that misrepresents, sells with- 
out a license, twists his business or 
does not live up to what an honest agent 
stands for, that you will notify me at 
once. 

The Small Town Agent 

“In the operation of the agency qual- 
ification law we should remember the 
small town agent—the agent whose bus- 
iness in the bulk is so important to the 
companies as feeders. Conditions in the 
small towns are very different than 
they are in the large business centers. 
We should unselfishly look after the 
welfare of this class of agent along 
with the other. 

“Every insurance man knows the 
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need that exists from the standpoint 
of the public for the honest and intel- 
ligent agent. The average man who 
buys insurance must depend on his 
agent to protect his interests. 

“It is vital to him that his agent 
knows what he is talking about. The 
insured generally leaves all details of 
the policy and its various renewals to 
the agent. The agent should consider 
the protection of a client’s interest his 
first professional obligation and there 
fore should avoid every act contrary to 
that duty. 

Breaches of Agent’s Legal Duty 

‘There are only a ‘few breaches of 
legal duty on the part of an agent. You 
know what they are: 

“1. Larceny of premiums. 2. Rebating. 
o. Twisting by mis-representation. 4. 
Dealing with unlicensed persons or 
placing business in a non-admitted com- 
pany. 

“A poorly qualified and incompetent 
agent is a handicap to the company. 
Agents should also not endeavor to run 
the companies entirely. So many agents 
who gain prominence owing to large 
accumulations of business seek to co 
erce the companies into giving them 
concessions they cannot afford. 

“Our principles, should be for fair 
play and honorable dealing and against 
unfair competition and sharp dealing. 

“You should be engaged in this busi 
ness for the service you perform, not 
the money you get out of it. 

“We do not want the standards. of 
the business lowered by unscrupulous 
methods and wnfair competition. We 
should have a code of ethics for the 
insurance business as a whole. . It is 
a grand business and truly worthy of 
a code and we should make an endeav 
or to have one in Connecticut immedi 
ately. ‘We had the first Constitution. 
Let's have the first insurance code of 
ethics. 

“Groups who have already establish 
ed codes of ethics are credit men, ad 
vertising men, editors, lawyers, doctors, 
eng neers, architects, teachers, librar 
jans, journalists and even ministers. 
All these are trying to eliminate selfish 
interest. 

“When there is little insurance busi 
ness on the books and strong competi 
tion, there is a strong zeal for high 
ideals and exacting standards, but when 
the bus’ness grows to large proportions 
there is a tendency to laxness. This is 
a logical place and time to start a cam- 
paign among you large business getters 
for a real code, 

Connecticut's Code of Ethics 

“T advocate that we not only adopt 
a code but give it fullest publicity in 
order that the publie may ‘check us up 
if we fail to observe it.’ 

“Code of Ethics now in force at the 
Connecticut Insurance Department: 

You should at all times be courteous. 

You shou'd give the best that is in 
you to the work you are’ called upon 
to perform. 

You should deal fairly with all, re- 
gardless of political affiliation, religious 
faith, racial extraction or material 
wea'th. 

You should never forget you are ser. 
vants of all the public and not a frac- 
tional. part of it. 

You should never do anything to jeop- 
ardize the vital interests of the public. 

You should work in’ full co-operation 
with other public servants of the State. 

You should be conscientious in the 
use and care of the property belonging 
to the state. 


“Everv agent should be a progres 
sive student of insurance and should 
fee! a high degree of concern in the 


training and achievements of other 
agents, especially the younger agents, 
and be willing and earer to contribute 
his own experience to the knowledge of 
all arents. 
“What agents 
as experts. 


must do is 
Thev are the 


to qualifv 
internreter 


of the company to the public and also 
the public to the company. In this dual 
relation thev really represent two prin- 
cipals and to each they owe a rigid de- 
gree of integrity. 


“What the state is interested in know- 
ing about the group of agents is as to 
their ideals. 

“T am in favor of setting up some 
standard of ethical qualification to 
which all insurance agents should an- 
nually subscribe, and I hope you can 
help me in this respect.” 


EXECUTIVES AT HEARING 


Insurance Officials Hear Talks on Pro- 
duction Ethics; James Wyper 
A Speaker 





Among the insurance officials who 
attended the conference in Hartford 
were President Morgan B. Brainard and 
Vice-President Charles H. Remington, 
of the Aetna Life; General Counsel 
William BroSmith, of the Travelers; 
President Charles E. Blake, of the 
Hartford Steam Boiler; President Ed- 
ward M. Milligan and Vice-President 
George M. Lovejoy, of the Phoenix 
Fire; Assistant Secretary Angus Ca- 
ruth, of the Scottish Union & National; 
Vice-President Guy E. Beardsley, of the 
Aetna Fire; Vice-President Frank D. 
Layton, of the National Fire; Superin- 
tendent of Agencies Winslow Russell, 
of the Phoenix Mutual Life; President 
George KE. Bulkley, of the Connecticut 
General Life; and Secretary A, H. Mur- 
phy, of the Orient. 

A digest of the remarks made by 
Jumes Wyper, vice-president of the 
Hartford Fire, follows: 

Mr. Wyper expressed appreciation of 
the temperate tone of the agents’ re- 
marks during the afternoon, though he 
criticized some of the proposals offered. 
He opposed making a qualification for 
an agent the amount of business writ- 
ten, pointing out that a minimum in a 
large city would be unsatisfactory and 
unfair in a smaller community. He be- 
lieved character, ability and experience 
or a willingness to learn were cardinal 
qualifications and that fixing past ex- 
perience ag a qualification would keep 
many desirable agents out of the busi- 
ness and would have kept out many of 


the leading agents of today. Mr. 
Wyper thought a “code of ethics” a 
rather large subject for brief discus- 


sion and submitted a code in one line 
from Shakespeare: “To thine own 
self be true and it must follow ag the 
night the day thou canst not then be 
false to any man.” 

MRS. CHARLES E. CASE DIES 

Mrs. Susan M. Case, wife of Charles 
K. Case, secretary of the New Hamp- 
shire, died recently at a hospital in 
Manchester, N. H., where she had un- 
dergone an operation, 





! M. J. AVERBECK, Chairman of the Boar. 
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Connecticut Agents 
Speak Their Minds 


HAVE TOO MUCH COMPETITION 








They Tell Commissioner Dunham What 
They Think of License and Ethics 
Situation 





Connecticut agents had a chance to 
tell how they feel about the competi- 
tive conditions under which they work 
in the conference on production ethics 
held in the oilice of Commissioner Dun- 
ham last week. They accepted the 
Commissioner’s invitation for a confab 
with alacrity. 

Old-Fashioned Title of “Insurance 
Agent” Good Enough for C. H. Brigham 

President C. H. Brigham, of the Hart- 
ford Board of Fire Underwriters, told 
the Commissioner that he was proud 
to be known as an insurance agent. 
He did not take much stock in the ex- 
pression “insuror.” Hig understanding 
of the term “agent” is one who repre- 
sents his principal, and as such merits 
the confidence which such representa- 
tion implies. Continuing he said: 

“It seems to me that this question 
which we are considering today has two 
sides, the same as every question has. 
The fact that we are insurance agents 
is because there are insurance compa- 
nies to represent. These companies 
have long been doing a business of pub- 
lic service and it is only because of their 
existence that the services of the in- 


surance agent is needed. From my 
more than twenty-five years experience 
in the insurance business I wish to 
testify to the fact that those companies 
which [| am privileged to represent 
have always shown the most hearty 
sympathy and co-operation with their 
agents. 


“The improvement of the personnel 
of the agency force is to my mind one 
of the vital questions before us today. 
in considering this, however, we must 
not feel that such improvement is to 
necessarily eliminate the agent doing 
a small amount of business or in many 
cases the agent working only part time. 
The conditions in many of our small 
towns are such that of necessity there 
is not sufficient business for an agent 
to make a livelihood unless part of 
his time is taken up in some other oc- 
cupation, and I am sure that there are 
many man who through experience and 
qualifications of character are compe- 
tent to represent an insurance company 
and to give service to the public, even 
though his entire time is not spent in 
this work or he transacts only a limit- 
ed volume of business. 


“The question of service in our bus- 
iness as in every line of business to- 
day is a very important one and no 
agent who does not make this his prin- 
ciple aim should be considered as qual- 
ified to be entrusted with the large 
responsibilities imposed upon him by 
insurance companies. Character and 
service are the prime factors, not mere 
ly the volume of business written. The 
small producer should have his chance 








Crganized 1859 


——EE——S 2 


Come ene) (es |) is; 


C. H. COATES, President» I] 


' NATIONAL LIBERTY | 


ii INSURANCE COMPANY OF AMERICA I) 
| 
| 











il Head Office: 709 Sixth Avenue, New York Western Department: 207 North Michigan Boulevard, Chicago i 
M Losses paid since organization over 57 millions. 

H DISTINCTIVE AGENCY SERVICE IS MAKING THE NATIONAL it 
il LIBERTY AGENT THE MOST WIDELY ADVERTISED INSURANCE i 
il MAN IN HIS HOME TOWN. _ THINK IT OVER! 





a 
E 
m7 


ee 








i | MARINE 
| | AUTOMOBILE 


= 


SPRINKLER LEAKAGE 





WINDSTORM -TORNADO 





= 


=== == === 





Jnsurance Gompany 
= 


of America. 
”% 


“@a INSURANCE ISSUED 3@ 


RENT and RENTAL VALUES 


RIOT AND | 
EXPLOSION 


TOURIST BAGGAGE 





ee 
ha 


USE AND OCCUPANCY 





Se 





oe 


Bee 


ee 





sagelamanne OT TR 








Sorensen 





January 4, 1924 





THE EASTERN UNDERWRITER 


21 





—most of us were small producers 
once.” 

An Insurance Agent May Be Almost 
Anyone in Groton, Conn. 
Augustus C. Stearns, of New London, 
Conn., told of conditions in the town 
opposite New London on the Thames 
River. In that town, he said, the doc- 
tor, the grocery clerk, the builder who 
wants to build two or three houses a 
year: the clerks in the manufacturing 
plants; and mostly all of the garage 
men, hold insurance licenses. “Ts that 
fair?” asked Mr. Stearns. “Is the lo- 
cal agent who devotes his entire time 
to the business, who has his overhead 
to meet and must study contracts close- 
ly in order to get service, getting a 
square deal? Should field) men have 
the right to obtain licenses from the In- 
surance Department for these other peo- 
ple? The grocery clerk may know a 
lot about butter and eggs but not much 
about the insurance contract. Yet all 
he has to put up is a small fee. I hope 
that the agents qualification law will 

remedy the situation.” 
G. Burgess Fisher’s Views 

G. Burgess Fisher, president of the 
Jeo. B. Fisher Co., Inc., of Hartford, 
spoke at considerable length and 
brought out forcefully the injustice and 
serious injury to the insuring public 
resulting from the inferior service of 
inefficient and irresponsible agents. 
Mr. Fisher’s arguments in part follow: 

“We should not view this matter in 
the light of its possible benefit to us. 
To my mind the splendid work under- 
taken by Commissioner Dunham would 
not be called for or even justified if 
it had for its purpose the ridding of 
better grade agencies of troublesome 
competition frem the thousands of ad- 
mittedly %mcompetent and unreliable 
men who now hold state licenses as 
agents. If that be a legitimate bi-pro- 
duct of this movement I no less than 
others, will be deeply gratified, but the 
Commissioner's first thought is, and as 
self-respecting men our first thought 
should be, safeguarding the people of 
our state against exploitation by rogues 
or incompetents masked as insurance 
agents and armed with a state license 
they do not deserve. 

“During my twenty-three years expe- 
rience IT have observed innumerable in- 
stances where well intentioned policy- 
holders have suffered severe financial 
loss through accepting the poor advice 
of ignorant, careless and sometimes un- 
scrupulous agents. Such conditions are 
in part responsible for the suspicion 
and antagonism with which certain ele- 
ments of the public view insurance 
companies as a whole. Insurance is a 
technical subject not generally well un- 
derstood by the average person. The 
public needs the conscientious service 
of efficient agents and in his aim to 
weed out the unfit Commissioner Dun- 
ham is performing a service to the 
peop'e of Connecticut and deserves the 
commendation and loyal co-operation 
of all worth-while insurance men.” 
W.L. Hatch Says Demand Is For Com- 

petent Agents 

W. L. Hatch, of New Britain, said 
that when he first entered the insurance 
business which wag thirty-five years 
ago a fire insurance agent had to know 
nothing except fire insurance. Since 
that time, however, compensation, anto- 


mobile, liability surety and other divi- 
sions of insurance made it necessary 
for him greatly to extend his knowl- 


ledge. Continuing he said: 
“The established insurance agent 


who has a 
lines of 
fear the 
agent. 


good knowledge of various 
insurance, has no reason to 
competition of the ignorant 
If he cannot take care of him- 
self. it is his own fault. But the pub- 
lic is ignorant of what kind of insur- 
ance they need, and as a rule, do not 
know whether or not they are properly 
covered. Thev leave the whole matter 
to the'r agent. who should be a man, 
competent to advise them properly. 

“In view of these facts a man seek- 
ing a license to act as insurance agent 
should he licensed for only those lines 
in which he can prove his competence 


to the Commissioner’s satisfaction, be- 
sides which he should be a man of in- 
tegrity.” 

Dennison Talks of Balances 

Robert Dennison, of Bronson & Den- 
nison, Waterbury, said: 

“I believe that if a clause similar to 
the clause in a life insurance policy 
rendering the policy void if not paid 
within a stipulated period should be 
inserted in a fire insurance policy. it 
would be a step toward eliminating the 
irresponsible curbstone broker. It would 
would render it difficult and unneces- 
sary for the responsible agent to fi- 
nance the business of brokers who 
through carelessness or intent fail to 
pay their balances within a reasonable 


period, and who get their business 
through promising extended credit, 
knowing that the agent will finance 


them.” 


Ahrens Defends Small Town Full Time 
Agent 

B. J. Ahrens, of Suffield, Conn., said 
that too mary agents and brokers are 
being appointed. There were twelve 
agents or brokers listed for Suffield in 
1923, of which number but one was an 
all time agent who actually maintains 
an office and tries to render a definite 
service to the public. Four miles from 
Suffield there is a town with twenty- 
seven agents or brokers, only seven 
of whom actually give entire time to 
soliciting insurance. In another direc- 
tion, four and a half miles away, there 
is a town with eighteen agents or brok. 
ers, only four cf whom are solicitors. 
It is hardly fair to give the same com- 
mission to a part-time agent without 
an office as is paid the man with an 
office who safeguards the public. 

“If the appointment of unlimited 
agents and brokers is stopped it will 
give the agent in the small town the 
opportunity to make a decent living 
and I see no reason why the character 
and qualifications of the agent in the 
small town wili not be adequate to 
meet the needs, for certainly the agent 
in the small town can secure just as 
£00d companies as and perians m:.re of 
them than the agent or broker in the 
large cities,” he said. “I sincerely hope 
that the Commissioner will see his way 
clear to remedy the present condition 
of appointing unlimited number of 
agents and brokers and will make the 
agency qualification law effective. 

“The time is coming when the insur- 
ance business will be put on the same 
high plane as the banking business. 
There isn’t much difference in the pro- 
tection — ne against thievery, the other 
against fire. here is money involved 
in both. If some plan could be worked 
out whereby agents or brokers could 
be appointed according to the popula- 
tion and/or territory the same as in 
the banking business, it is my belief 
that the cost of writing insurance would 
be lessened. the protection would be 
better and the rates would be reduced. 
i mean by this that suppose one agent 
is qualified to care for (using an arbi- 
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trary figure) 3,000 people, in a given 
district that has a population of 6,000, 
I think that two agents should be ap- 
pointed in such a district. 

“This does not mean that the large 
agent or broker would be curbed to 
any material extent in the cities any 
more than the banking interest is curb 
ed in the same city. It rests entirely 
with the personnel and organization of 
any business.” 

W. H. Squire’s Ideas 

Wilbur H. Squire, of W. H. Squire 
Co., Meriden, Conn., said that some of 
the clerks and letter carriers of the 
Meriden Post Office are in the fire in- 
surance business there. “However,” he 
continued, “our experience has been 


that when we lose a risk it is caused 
by some personal social connection 


with a man influential enough to swing 
insurance; or because somebody in the 
insurance business has endorsed a note 
or otherwise helped a client financially. 
These causes cannot be controlled by 
any qualification law. Sole agencies 
and a definite territory for an agent 
would help clarify the situation and the 
commissioner’s suggestion of a code of 
ethics is a good one.” 

Need Stiffer Examinations, Says Frank 

H. Mason 
Mason, of the Connecticut 
Insurance Agency, New Haven, sug- 
gested to Commissioner Dunham that 
the lead of the New York Department, 
relative to examinations of brokers and 
agents, might be followed with advan- 
tage in Connecticut. 

“Unfortunately, we have too many in 
the insurance business who are only 
partly in it. They are in it, but not 
of it,” he said. “A stiff examination be- 
fore obtaining a license would remove 
some of these weak sisters. And my 
experience with the New Jersey law 


Frank H. 








1720 








Third Century of Active Business 





CORPORATION 


84 WILLIAM STREET, 


STATEMENT JANUARY Ist, 1923 
pe rr 


Liabilfiés in U: S........000. 
Including Re-Insurance Reserve 


| ere TT a... 
Losses Paid in the U. S. (over).......49,000,000 
JOHN H. PACKARD, United States Manager 
E. W. NOURSE, Assistant Manager 


1923 


NEW YORK 


caves. Gua 

















leads me to believe that the same ap- 
plies for that state. 

“After twenty-seven years of the in- 
surance business, mainly as a home of- 
fice man, I find new things in our busi- 
ness daily, which are difficult to solve 
properly, and I cannot see how a novice 
in the employ of a public service cor- 
poration during the day time can be 
of much help to the assured or the 


business without a very strenuous 
study, and that is something the side- 
liner never does. He relies on ‘pull’ 


and friends to earn what the full time 
broker and agents work very hard to 
get, not to speak of their overhead, ete. 

“I. think that Col. Dunham has in 
mind a joint committee of agents and 
company men who may work out a 
method of separating the ‘sheep’ from 
the ‘goats’, and which may serve as a 
model to all of the states, when it has 
the approval of the companies and the 


leading agents, and it will result in 
insurance knowledge being of more 
value than any form of = 


MADE ASS'T GENERAL AGENTS 
R. L. Tanner and J. C. Stoddart of N. 
Y. Underwriters Agency Promoted; 
H. C. Klein Also Advanced 


and J. C. 


R. L. Tanner Stoddart of 
the New York Underwriters’ Agency 
have been promoted to assistant gen- 


the needs 
Tanner, 
assistant 
number 


eral agents in order to meet 
of expanding business. Mr. 
who was formerly executive 
of the organization, was for a 
of years in the field working on farm 
and recording business in the West. 
He was later \appointdd superinten- 
dent of the special risk department of 
the agency at Chicago. Four years ago 
he joined the executive staff in New 
York. 

Mr. Stoddart, who now leaves his 
post as superintendent of the special 
risk department, is a Yale graduate. 
He started in insurance with the West- 
ern department of the North British & 
Mercantile at the home office in New 
York. After becoming an examiner he 
joined the New York Underwriters’ 
Agency and had a number of years of 
field experience in various parts of the 
country. For some time he has been in 
charge of the special risk department. 

H. C. Klein, who has been with the 
agency for over twenty years. has heen 
chosen to succeed to Mr. Stoddart’s 
position in the special risk devartment. 
For several years Mr. Klein has special 
ized in the underwriting of such risks 


F. G. RICHARDS WILL SPEAK 

Ky ¢! Richards former Tinited Stetas 
manager of the North British & Mer- 
roncilea will sneak on “Exnerience Rate 
Making” before the monthly lunchsron 
of the New Jersey Special Agents As- 
sociation on January 14. The place of 
the luncheon will be announced later. 
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Uniform Reporting 
Advisory Board Forms 


TEXT OF NOTICES SENT OUT 


How Final Report on Application for 
Agency Licenses Reads; Federation 
Pays for Printing 


In the future the examining divisions 
of the advisory boards of Pennsylvania 
will use as a guide the various primers 
of insurance information, now being 
published by the Insurance Federation 
of Pennsylvania. “The examiner on 
the advisory board may ask the appli- 
cant a dozen questions or so, selected at 
random from the primers published by 
the Federation,” says Secretary G. R. 
Dette, “and if he answers two-thirds of 
them correctly it can be safely assum- 
ed that the prospective agent has made 
an effort to study and has been over 
the subject upon which he is being 
dxamined quite thoroughly. It is nec- 
essary of course for each applicant to 
pass a test in each particular line of 
coverage which he desires to solicit.” 

Uniform reporting forms are now be- 
ing used, the forms being paid for by 
the Federation. 

The first notice sent to all applicants 
for license and sent out a week before 
date of dxamination reads as follows: 

First Notice to Applicants for License to 

Appear for Examination 
Mailing Place 
Date 
Dear Sir: : 

The Insurance Department of Pennsylvania 
has referred your application for license to 
the Insurance Advisory Board of................ 
“It wil] be necessary for you to appear for 
personal examination before the Department's 
special examiners on the Board who wil] re- 
port back to the Department in matter of your 
qualification for license as set forth in Act of 
Assembly Number 285, May 17, 1921. (The In- 
surance Department Act 1921; Article VI, 
Agents and Brokers.) : 

‘e have fixed for examination time the 

> eee RE cicon o'clock 
It ‘is to be presumed that the endorser of 
your sg Memeo made clear to you the In- 
surance Departme nt’s requirements in the mat 
ter of reading of statutes and study of policy 
conditions. If not, please consult with your 
endorser prior to appearing for examination. 

It will be necessary for you to bring with 
you, at time of examination, copies of all 
policies (and riders or endorsements in gen 
eral use) which you desire to sell and that 
you be soundly familiar with the terms and 
conditions of these contracts. 

The examination will not be a memory test. 
It wil] be practical. 

Yours truly, 

Examiner, Ins. Dept. of Penna., for 
duties. 

Should the applicant fail to appear 
at the time set for his first examina- 
tion, he is given a second and final 
notice at a later date. This same 
blank is also used in notifying appli- 
cants, who have not passed on first 
appearance, to re-appear for a second 
or third examination as the case may 
be. Applicants failing to pass the test 
on first examination are permitted to 
reappear as often as necessary until 
they do pass, but a period of three 
weeks usually must go by before re- 
appearance is desirable. This gives 
the applicant plenty of time to study 
and master his subject. 

Second and Final Notice to Applicants to 

Examination for License 
Mailing Place 
Date 
Name of Board 


special 


Dear Sir: 

You are respectfully advised that in view 
of your not appearing for examination pur 
suant to the First Notice sent you that we 
have fixed a FINAL DATE for examination 
as follows: 

Paar Bt ciiicswecces OCWCE at 

Should you fai] to appear at the aforesaid 
time and place (unless so prevented by valid 
excuse such as illness, absence or business en 
gagement) we shall recommend to the Insur- 
ance Department that no further consideration 
be given your application for license. 

If you do not understand the status of mat 
ters, we shall be very glad to hear from you. 


When an applicant is referred back 
for further study, the Board immediate- 
ly sends him a notice giving him rea- 
sons for his failure to qualify. This 
notice reads as follows 


Memorandum for Applicants for License in 
Matter of Additiona) Instruction 
Mailing Place 
Date 
Name of Board 
Dear Sir: 

We are unable, as outcome of your examina- 
tion, to recommend to the Insurance Depart- 
ment that a license be issued to you at this 
time. 

We suggest that you at once communicate 
with your Endorsers and that you take further 
ERSETUCTIONS 190 voccvcevcvicccsesseveencvevereresess 

Please refer to the first notice sent you in 
matter of readings and study required. When 
you have further prepared, advise us in writ- 
ing (not by telephone) to that effect and we 
shall be glad to set a date for re-examination 


It is important that the Insurance De- 
partment at all times is in possession 
of knowledge regarding the status of 
each applicant’s case therefore a blank 
is provided to keep the Department 
posted, as follows: 


eS Mare diel is) a re 
re rd oe ee 
Suspense Memorandum to Insurance Depart- 
ment When Application is Held for Rea- 
son and not Finally Acted Upon 
Name of Board 
Insurance Department of Pennsylvania, 
Harrisburg, Penna. 
Dear Sirs: 

The application of (Give name).............. 
 ikieeuk is before this board for 
further consideration as follows: 

(Give reasons or explanations below.) 

The following “Final Report on Ap- 
plicant for License” has been prepared. 
Final Report on Applicant for License 

(Name of Board) ... 
(Town and City where ‘examination was held) 


(Date of mailing this. WERT ED aos iced s4echeneu's 
To the 

Insurance Department of Pennsylvania 
Harrisburg, Pa. 

Dear Sirs: 

We send herewith final report of examination 
on the applicant named below, whose question 
naire was referred by you to this Board. 
CICERO S: MAINED: 5:55 0:46:55 09 antes taxrbaneaecttenes 
(Applicant’s address; street and number) ...... 
(City ee oe oe fe |} errr est 
RONEN. \sicctunsooneee . (State) .. - 

1. The applicant ‘passed a satisfactory ex 
amination in lines of insurance coverage as 
follows (specify lines in which he qualified. 
Use reverse side of form if need be.) ...... a 


2. The applicant failed to pass a satisfactory 
examination on first appearance. (Write yes 
OE SON Mcsiucdoce cor nterieatcaenawese (Use reverse 
side of this form for details, give facts.) 

3. The applicant upon re-examination, held 
(Write date DON si ps cavdnwehahe maekcedensheene es 
(Write “failed” or ‘‘qualified.’’) 
aiapentee (Use reverse side of this form for 
details, give facts.) 

The applicant appeared and decided to 
withdraw his application. (Answer yes.) 
anieshnnaned and return questionnaire to Depart 
ment 

5. The applicant was twice notified in reg 
ular course but failed to appear without ex 
RED * ss cabin dneces eine tesserae veEKe (Answer 
yes; and ‘add facts. if advisable 

RECOMMENDATION 

We recommend that a (Write 
“Agent” as case requires) . 
Sian Guumitladlauie Casale license be (Write granted or 
POREBOE. ,. ccnaabcntansenansad-ouseere the applicant. 
di refused, give reasons on reverse side o 
this form.) 

(Signed) 

Examiner Ins. Dept. 
duties. 


“Broker” or 


f Penna, for special 





BUFFALO CONSOLIDATION 

The Walsh-Lascelles Co., of Buffalo, 
N. Y., announces its consolidation with 
Sdward F. Walsh Co. under the cor- 
porate nama of Walsh-Lascelles Co., 
Inc. Louis C. Walsh is president of 
the new company. The new company 
will have offices in the White Building 
and the Prudential Building. 
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The Company an Agent is Proud to 
Represent 
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A Company which is Proud of the Agents 
who Represent It 
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| FIFTY-THIRD 
PROGRESSIVE ANNUAL STATEMENT 
January 1, 1923 


CASH CAPITAL $ 2.000.000.00 
ASSETS 11.254.752.53 
LIABILITIES.Except Capital 5.856.561 .84 
SURPLUS TO POLICYHOLDERS 5,398 190 .69 
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Blue Goose Has Nearly 
6,000 Membership 


START IN 





HAD WISCONSIN 





John F. Stafford, Head of Big Insurance 
Social Organization, is Western 
Manager of Sun 





The Blue Goose, the social organiza- 
tion of fire insurance—its correct name 
is Ancient and Honorable Order of the 
Blue Goose—is fortunate in having rep- 
resentative men at its head. The 
order, so long established in the west 
is growing steadily in this part of the 
country and fills a niche by furnishing 
the fraternity with an opportunity to 
play at intervals. 


al 4 








JOHN F. STAFFORD 


The chief helmsman of the Blue 
Goose, and bearing the title Most Loyal 
Grand Gander, is John F. Stafford, man- 
ager of the Western Department of the 
Sun Insurance Office, who is not only 


a most capable insurance man _ but 
qualifies easily under the caption, 
“Good Fellow.” He has_ befriended 


many people and began drawing on the 
bank of personal popularity when a 
field man. From the Scottish Union & 
National he went to the London & 
Lancashire, first in the field and then 
as assistant manager of its Western 
Department, spending two decades with 
the latter company, and resigning to 
go with the Sun, of which he became 
Manager in February, 1919. 


How Blue Goose Started 

The Blue Goose was conceived in fun 
on the second day of the annual meet- 
ing of the Wisconsin Field Club at 
Green Lake, Wis., in June, 1906. The 
day happened to be rainy which neces- 
Ssitated calling off a boat ride and a 
ball game. State Agents George Hel- 
ler, C. H. Silkworth, W. E. Golden, 
W. M. Higley, C. E. Hilbert, George 
Barney, Frank Phillips and W. E. At- 
water were holding a session in a room 
in the hotel when it was suggested by 
Hilbert and Barney that an organiza- 
tion be formed, fraternal in appearance, 
but in reality one that might be brought 
into being merely for the purpose of 
initiating three new members of the 
Wisconsin Field Club into the myster- 
ies of some of the to them unknown 
underwriting methods of the fraternity. 

The name Blue Goose was proposed 
by Golden. Walter E. Atwater, state 
agent of the Commercial Union, took 
charge of the ritualistic work and in 
an hour officers were named with the 
quaint titles now in use. 

State Agent W. E. Page placed Mr. 
Atwater’s name in nomination for the 
Most Loyal Gander, and the motion 
was seconded by Carroll L. De Witt, 
then of Chicago; now of New York. 
Dr. Golden was elected supervisor of 
the Flock and Walter W. Conklin grand 


custodian. George Heller was made 
Grand Wielder of the Goose Quill and 
George Roberts Grand Keeper of the 
Golden Goose Egg. The Guards were 
Lloyd S. Wallace, Charles H. Silkworth, 
M. M. Hawxhurst, Carl E. Hilbert, 
Robe Bird and Otho EB. Lane (the lat- 
ter now president of the Niagara Fire). 
After the election of officers degrees 


were conferred upon George Wright, 
James Heaney, W. J. Ciscel. Mr. 
Wright, therefore, bears the distinc- 


tion of being the original gosling to 
have his pin feathers plucked. 
Membership of Nearly 6,000 

Following the Wisconsin meeting 
there was a gathering of Minnesota 
field men at Lake Osakis, Minn., and 
they too started a Blue Goose pond, 
having heard about the one in Wis- 
consin Several months later a call 
was issued for a grand gathering of 
the flock to be held at the time and 
place of meeting of the Fire Underwrit- 
ers’ Association of the Northwest at 
Chicago. Then ponds were chartered 
in various parts of the country, by the 
end of the year Illinois, Indiana, lowa, 
Michigan, Missouri-Kansas and Okla- 
homa ponds being organized. 

At the present time there are thirty- 
nine ponds, with a membership of 5,- 
7175. The East is represented by ponds 
in New England, New York City, Chesa- 
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A New Year Greeting 


The best thing about a New Year is that it’s 


it doesn’t destroy the Old; it just takes 


the place of the old. 


All that was good in the past can be kept and 


remembered; and the rest can be forgotten. 


You have favored us in the past with your 


We appreciate it. 


We hope 


we've deserved it. 


We want the New Year to bring to you and 
to us richer friendship and better under- 
standing. We wish for you abundant health 


and prosperity. 
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peake and West Virginia, the latter be- 
ing formed in 1922. 
In discussing the 
Stafford said recently: 
“At the start it was an order for 
fun, but then we began to realize just 
what we were actually gathering from 


Blue Goose, Mr. 


our close associations and to know 
something of the real spirit of good 
fellowship which prevailed and _ still 
prevails at each meeting of the ponds. 


It is a fellowship that is bringing closer 
together men who meet in daily com 
petition and yet who can gather on the 
banks of the ponds and forget all the 
petty strifes and jealousies of business 


life under the broad, sheltering wing 
of the great Blue Goose, whose mis- 
sion has always been to show us the 


fairer side of life, making it the bright- 
er for the sorrows that sometime come, 


and making us all realize the sanity 
of soul and the beauty of the grand 
old art of brotherly love. It is some- 


thing superb when in this busy life of 
ours men can gather shoulder to should- 
er and feel that in the firm, warm hand- 
clasp of the Brother Gander there is a 
beautiful spirit ever present and that 
in the watchword ‘tote fair’ there is al- 
ways the strain of the song of affec- 
tion that has strengthened many a man 
who has felt the weight of sorrow and 
disappointment.” 


Mr. Stafford had the honor of initiat- 
ing Gov. J. A. O. Preus, of Minnesota, 
into the order at a meeting at Lake 
Osakis, Minn. At the time he was in- 
surance commissioner of that state and 
he has continued to be a Noble Gander 
ever since. 

In addition to Mr. 
cers are W. E. Mallalieu, (managtr of 
the National Board of Fire Underwrit- 
ers) grand supervisor of the flock; H. 
Verne Myers, (lowa state agent, Secur- 
ity Insurance Company of Connecticut) 
grand custodian of the goslings; Wirt 
Leake, (special agent of the North Brit- 
ish & Mercantile in Texas) grand 
guardian of the Nest; T. L. Geraghty, 
(fire manager, G. A. Price Company 
General Agency, Montreal, Canada) 
grand keeper of the goiden goose egg; 


Stafford the offi- 


and Paul E. Rudd, (Wisconsin state 
agent Aetna Insurance Company of 
Hartford) grand wielder of the Goose 
Quill. 


INDIANA INSURANCE DAY 
Insurance Interests Have Arranged 
Splendid Program of Speakers 
From All Branches 








Insurance interests of 
in conjunction with all the state in- 
surance associations in Indiana, have 
planned a mammoth get-together meet- 
ing of stock insurance men, fire casual- 
ty, life, agents and companiss, on Jan- 
uary 15 at the Claypool Hotel. The idea 
is the betterment of the insurance bus- 
iness. A number of nationally known 
insurance men will address the sessions 
and in the evening the gathering will 
conclude with a banquet and entertain- 
ment. 


Indianapolis 


Among the speakers to address the 
meeting will be the following, forming 
a formidable array of oratory: Claris 
Adams, Wiiliam B. Bailey, economist 
with the Travelers; James Victor Bar- 
ry, vice-president of the Metropolitan 
Life; Thomas B. Donaldson, president, 
Insurance Federation of Pennsylvania, 
and former commissioner of that state; 
John T. Hutchinson, secretary, Insur- 
ance Federation of America; Edson S. 
Lott, president. United States Casualtv 
Co.; Thomas R. Marshall, ex-vice-presi- 
dent of the United States; Thomas S. 
McMurray, Jr., insurance commissioner 


of Indiana; C. S. 8. Miller, publicity 
director, North British & Mercantile: 


Newman T. Miller. 
of Indiana; Ernest Palmer, manager 
and general counsel. Chicago Board of 
Fire Underwriters: O. B. Rvon, general 
eonnsel National Board of Fire Under- 
writers: and G. Edgar Turner, Casualty 
Information Clearing House. 


state fire marshal 


FIREMAN’S FUND ASSOCIATES 





New Organization Formed Among Of- 
fice Employes of Eastern Depart- 
ment of Company 





A new organization, under the name 
of “Fireman’s Fund Associates,” has 
been recently formed among the office 
employes of the Eastern Department of 
the Yireman’s Fund. 

The first affair under the auspices 
of the new club was a party on Novem- 
ber 27 at the Buckminster. 

In replying to Manager Cairns’ letter, 
telling him about the new organiza- 
tion, President Levison wrote: 

“Tl am so glad to learn that the Bos- 
ton Branch of the Fireman’s Fund Kam 
ily has formed an organization and that 
their first entertainment was to have 
taken place last evening. 

“This as you know is quite in line 
with my own idea, and what has been 
done here in San Francisco and in our 
Atlantic Marine Department especially. 
My feeling is that organizations of this 
character promote an esprit de corps 
and develop personal enthusiasm which 
is otherwise very hard to develop. I 
might add that I like the name of the 
‘Fireman’s Fund Associates’ very 
much,” 

The following officers and commit- 
tees are working for the success of 
the club: President, Charles H. Ben- 
nett: vice-president, Lester A. Ells- 
worth; secretary, Julia A. Fahey; 
treasurer, Frederick R. Campbell. Ex- 
ecutive committee: Frank Mills, chair- 
man. Social committee: Mrs. Marguer- 
ite V. Wilkin, chairman. Athletic com- 
mittee: Frank M. Harvey, chairman. 





H. T. CASE SPECIAL AGENT 

Howard T. Case, general inspector 
for the special risk department of the 
Boston and Old Colony, has been ap- 
pointed special agent for these compa- 
nies in charge of the Western Mary- 
land and West Virginia territory. He 
has been with the Boston for four 
years. 











MUTUAL CONFIDENCE 
FOUND. 


ee ee 


The agents of the Ohio 
Farmers have implicit confi- 
dence in the management. 
There is no suspicion lurking 
in their minds as to whether 
they are being dealt with 
honestly and frankly. They 
realize that the management 

regards them as an integral 
| part of the organization vital 
to its welfare. They deserve 
| square treatment and they 
get it. 





OHIO FARMERS 
INSURANCE CO. 


Organized 1848 
LE ROY, OHIO | 




















COMPULSORY INSURANCE 





Proposal in New Jersey Legislature 
Will Be Made For $25 Flat 
Premium 





A resolution will be introduced in the 
New Jersey legislature on the opening 
day, January 8, providing for the ap- 
pointment of a committee of five mem- 
bers to consider the advisability of 
compelling all motor vehicle owners to 
carry insurance and report its findings 
to the law-making body. The propon- 
ents of the measure favor exclusive 
state insurance. They assert that 85% 
of the motor machines owned in New 
Jersey are without insurance protection 
of any kind. It is proposed to require 
the owners of the 400,000 cars to pay 
to the state a flat rate of $25 per annum 
for insurance and it is claimed that 
this would enable the state to indem- 
nify all claims, to finance the adminis- 
tering of the state fund and leave a 
surplus to do an appreciable amount 
of work on the state highway system. 
Liability policies of $10,000 and prop- 
erty damage policies of $2,000 are pro- 
posed for each motor machine owner. 
However, the state monopoly feature of 
the proposed compulsory automobile in- 
surance will meet with opposition that 
will compel abandoning the monopolis- 
tic part of the plan in order to secure 
passage. 





A series of sample sales letters, to- 
gether with a clear and detailed explan- 
ation of Use & Occupancy insurance, 
has been prepared by the Automobile 
Insurance Company to aid its agents in 
developing this attractive line. 


POSTPONE FUND ACTION 

So numerous and intense were the 
protests made by local agents and brok- 
ers against the passage of the ordinance 
creating a municipal fund for insuring 
the city property of Camden, N. J., at 
the meeting of the City Commission on 
Thursday, December 27, that further 
consideration of the measure was post- 
poned for two weeks after the third 
reading. The proposed discontinuance 
of the present policies on January 1, 
1924, would have been a serious loss to 
local insurance interests as well as sub- 
jecting the community to a _ perilous 
risk. 
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SCOTTISH UNION & NATIONAL 
INSURANCE COMPANY 


United States Main Office: Hartford, Conn. 
J. H. Vreeland, Manager 


A Nine Million Dollar Company, Fifty Per Cent of Whose Assets Will 
Cover All Liabilities 


John G. Hilliard, Inc., Agent 
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New York City 
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Caledonian Insurance Co. of Scotland 
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216 Cities Entered In 
Fire Waste Contest 


MANY BUSINESSES CO-OPERATE 








Bronze Tablets Will Probably Be 
Awarded to Organizations Winning 
Prevention Contest 





Two hundred and sixteen cities are 
now entered in the fire prevention cam- 
paign of the National Fire Waste Coun- 
cil, conducted with the cooperation of 
the Chamber of Commerce of the 
United States. This was brought out 
at a meeting of the contest committee 
held recently in New York. The 
awards will be granted at the annual 
meeting of the National Chamber in 
Cleveland during the early part of May. 

The secretary reported that 137 cities 
had officially enrolled in the contest 
and that 74 others, which had Fire Pre- 
vention Committees last year had been 
automatically entered. This brought 
the total enrollment up to 211. The 
chairman announced entries from six 
others. This increased the list to 216 
cities. 

A round table discussion was held 
during the course of which the Chair- 
man called upon every member of the 
committee present to tell of his efforts. 
It was found that the various members 
have been in constant communication 
with the chambers, urging their en- 
rollment in the contest. In some in- 
stances it has been possible for the 
committee members to make personal 
contacts. with the secretaries. This 
has been found to be of invaluable as- 
sistance in securing their cooperation. 
In other cases, personal calls have been 
made upon the secretaries by associ- 
ates or friends of the committee mem- 
bers. These have also been helpful in 
stimulating interest. Several of those 
present reported that they had circu- 
larized their own memberships re- 


questing them to cooperate with their 
local chambers and encouraging them 
to become active in fire prevention, in 
cases where the organizations had not 
enrolled in the contest. 


Accomplishments Reported by Cham- 
bers of Commerce 

The secretary read a few abstracts 
from the many letters and newspaper 
clippings received from competing 
chambers. These demonstrated clear- 
ly that the organizations enrolled in the 
contest are actively engaged in bring- 
ing about concrete accomplishments. 
One chamber is assisting in securing a 
modern municipal fire alarm system; a 
second is interested in having a build- 
ing code adopted by its city; another 
was instrumental in obtaining addition- 
al fire fighting apparatus; and a fourth 
is urging extensions to the local water 
supply system and is arranging to have 
a municipal survey made by the engi- 
neers of the National Board of Fire 
Underwriters. It is evident that the 
chambers appreciate the splendid co- 
operation which they are receiving 
from the National Fire Waste Council 
and the Contest Campaign Committee, 

Character of Awards 


Much consideration hag been given 
the matter of awards. Many designs 
have been submitted but no choice has 
yet been made. In all _ probability 
bronze tablets will be given to the win- 
ning organizations. In order that no 
chamber will win two trophies the com- 
mittee decided to give the winner of 
the grand award a more valuable tab- 
let than would be given the winners 
of the other three classes. The cham- 
ber having the best record of all would 
naturally be the winner in its own 
class. 

The meeting was called by Chairman 
T. Alfred Fleming of the National 
Board of Fire Underwriters. Those 
present were: Yugene Arms, Mutual 
Fire Prevention Bureau; George W. 
Booth, National Board; Hervey W. 
Laird, National Association of Insur- 
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ance Agents; E. S. Martin, Boy Scouts 
of America; Harold L. Miner, Wilming- 
ton, Delaware, Chamber of Commerce; 
xeorge B. Muldaur, Underwriters’ Lab- 
oratories; Hickman Price, Motion Pic- 
ture Producers and Distributors Asso- 
ciation; Gilbert E. Stecher, Hoboken, 
New Jersey, Chamber of Commerce; 
C. L. Topping, Fire Marshals’ Associa- 
tion of North America; Richard E. Ver- 
nor, Western Actuarial Bureau; Frank- 
lin H. Wentworth, National Fire Pro- 
tection Association; James L. Madden 
and Rollin M. Clark, Chamber of Com- 
merce of the United States. 





BUFFALO INSURANCE BUILDING 





Fifty Firms Favor Centralizing Busi- 
ness In One Section of City; Nego- 
tiations Under Way 





It is now assured that Buffalo will have 
an insurance exchange building. This 
business in that city is seriously handi- 
capped by the fact that it is scattered. 
Many firms need more office space and 
better facilities for carrying on their 
business than they have at present. In 
many cases also insurance firms are 
forced to occupy quarters that are not 
proper for the high class of business in 
which they are engaged. 

The special committee of the Buffalo 
Association of Fire Underwriters which 
has the matter in contemplation has 
received assurance from nearly fifty 


firms that they are in favor of making 
the move into a centralized location 
which will also house the offices of the 
Association headquarters and the Buffa- 
lo rating office. 

At the present time it is undecided 
whether or not a new building will be 
erected or whether some building which 
is now in process of construction will 
be used. Thera is a possibility that 
the group will occupy ten floors of the 
Walbridge building now under construc- 
tion which will give about 75,000 square 
feet total floor space. Another possi- 
bility is the leasing of space in the Gen- 
esee building in which construction 
is just being completed. 

The committee, of which J, L. Tier- 
non, Jr., is chairman, has also confer- 
rdd with several builders who will erect 
a building in a desirable location pro- 
viding the committee can assure them 
of five or ten year leases. Several 
downtown sites are being considered 
west of Main street and north of Ni- 
agara, somewhere in the neighborhood 
of the new Hotel Statler and the pro- 
posed civic canter. 





AMERICAN INCREASES STOCK 


An agreement to issue $500,000 addi- 
tional stock of the American of New- 
ark was made by the board of directors 
at a meeting held last Thursday. This 
new stock will be issued at par, and 
is to be subscribed and paid for by 
March 31, 1924, 
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Marine Underwriters 
Call 1923 a Bad Year 


RATE-CUTTING IS DISASTROUS 
Ccmparative Absence of Total Losses 
Has Helped Some; Direct Views 
of Leading Underwriters , 


No issue of a periodical at the first 
of the year is complete without some 
review of the past and a glimpse at 
the future. With marine insurance in 
the United States, New Year’s refer- 
ences fail to reflect tidings of good 
cheer plus toasts to continued good for- 
tune. There is none of that in an un- 
biased perspective of the marine in- 
surance business in this country during 
1923. 

Ruther than publish merely our own 
analysis of the past year which might 
be inspired to reflect one viewpoint, 
and possibly a wrong one, The East- 
ern Underwriter a few weeks ago wrote 


most leading marine underwriters in 
New York asking them to state in a 
few words their opinions on whether 


they considered 1923 profitable for the 
business or not and what factors had 
the most influence for good or bad in 
the market. 

With one exception the replies were 
pessimistic in tone, with varying de- 
grees of pessimism. Practically every- 
one decried the unrestrained competi- 
tion for income and the relentless cut- 
ting of rates that is going on today. 
Rate cutting has demoralized this mar- 
ket as well as the London and Liver- 
pool markets, it is said, and undoubt- 
edly won’t be abandoned until some un- 
dérwriters are forced out by the conse- 
quences of their own follies. 

Of course, rate-cutting would not be 
an unpardonable sin if losses were 
elirainated. Any type of underwriter 
could make’ money if all the outgo he 
were compelled to meet were office ex- 
penses. But this is an utopian dream. 
Losses have that consistent way of 
coming along expectedly and unexpect- 
edly. Fortunately this year has not 
been severe from the loss viewpoint al- 
though the possible liability arising out 
of the Japanese earthquake is still to 
be taken into consideration. Losses 
have been severe enough to offset any 
expected profits but not disastrous 
enough to teach the lesson that appar- 
ently must be taught before some un- 
derwriters cease trying to take the bot- 
tom out of marine insurance rates. To- 
tal losses especially were comparative- 
ly light in 1923. 

The opinions of various well-known 
underwriters whose views have been 
received are given, without identifica- 
tion, as follows: 

“The year now coming to a close has 
been a very difficult one in marine un- 
derwriting, both hull and cargo. It 
has been marked by a series of aban- 
donments of co-operative arrangements. 
which had served in one way or an- 
other to maintain, in various classes of 
business, rates which were no more 
than sufficient. 

“In addition to the pressure arising 
from the ‘exporting’ of business by 
brokers to the demoralized London 
market, the evil influence of the pres- 
ence in this market of large companies 
and groups of companies, some old in 
the business and some which have re- 
cently taken it up, determined to ac- 
quire premiums without regard to ade- 
quacy, has forced the more conserva- 
tive to repeatedly lower the level of 
rates to such a point that I think you 
will find the consensus of opinion to be 
that any company that has made a 
profit has been fortunate. 

“All this is without regard to the 
heavy losses which most of the compa- 
nies have probably incurred in the Jap- 


The 
months 


anese disaster of September 1. 
losses during the succeeding 
were comparatively light.” 
o * * 

““T am of the opinion that the gen- 
eral result of marine underwriting for 
1923 will be good, due principally to the 
fact that weather conditions have been 
unusually good, we having had few ser- 


ious losses during the hurricane sea- 
son in the Gulf of Mexico, and very 
good weather conditions on the At- 
lantic coast and mid-Atlantic regions. 

“In addition to this the high rates 
prevailing during 1921 and 1922 still 
prevailed during the greater part of 


1923, especially for theft and pilferage 
insurance and this latter class of insur- 
ance was free of serious claims owing 
to improved conditions brought about 
by the action of the steamship compa- 
nies as well as the assured in taking 
better care of handling and packing of 
merchandise.” 
“ * s 


Another prominent marine under- 
writer told this to The Eastern Under- 
writer: 

“It is my opinion that when 1923 poli- 
cies are run off there will be no profit 
shown. I base my views on the actions 
of a conservative underwriting office 
which sets aside a reasonable reserve 
for losses still to be reported on the 
year’s business. The severe competi- 
tion in rate-cutting is the principa! 
cause for the unprofitable showing the 
New York marine market will make 
this year. 

“As to the future I believe thorough- 
ly that worse times will come before 
we see the hoped-for improvement. 
Several major casualties are needed to 
awaken the market from its stupor and 
to drive out these weaklings whose 
presence now adds immeasureably to 
the already too great facilities and who 
are chiefly responsible for the rate de- 
bacle. 

“Bad business conditions abroad, in- 
cluding unemployment in England and 
disturbances in the political situation in 
Central Europe, are factors in the ten- 
dency for foreign marine markets to 
seek the greatest possible premium in- 
come, which is attainable only by dras- 
tic rate-cutting. All in all I do not call 
1923 a good season for marine under- 
writers.” 

oa + * 

The head of 
underwriting 
pessimistic : 

“There is little room for profit on the 
1923 account with marine rates as low 
as they are today. Grain and sugar 
rates are about 15% lower than they 
were two years ago and cotton rates 
are off 10% during the same _ period. 
| cannot perceive where the market 
as a whole will yield a profit on the 
business written this last year, al- 
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though there has been a remarkable ab- 
sence of major casualties. Not so re- 
markable as in 1922 when there were 
very few total losses, but still greatly 
below the average over a period of 
years, It is on this account rather 
than because of adequate rates that 
losses to the companies have not been 
greater. 

“As you will note throughout the en- 
tire market, poor rates are responsible 
for the absence of profits. And _ this 
will continue as long as the brokers 
don’t complain of the difficulty of plac- 
ing accounts. They have entirely too 
many avenues at their disposal for the 
placing of marine insurance accounts to 
be bothered with pleas of underwriters 
here for higher rates. International com- 
merce must improve, marine underwrit- 
ing facilities must be contracted, or 
underwriters must refuse to write risks 
at foolishly low rates before we can ex- 
pect a good year for marine under- 
writers.” 

* & a 

It was learned from authoritative 
sources that the American Marine In- 
surance Syndicates will not report any 
profits on hull underwriting for 1923. 
The first year of their existence the 
Syndicates made an excellent showing, 
but the collapse of the hull markets in 
England has driven rates down to the 
point where the Syndicates cannot com- 
pete successfully with foreign under- 
writers. 

+ * 2 


“It will be another year or two be- 
fore the underwriting results for 1923 
are known. I think that they will show 
a profit for those who used care and 
discretion in their underwriting, and 
will probably show a loss for those who 
did otherwise. However, I do not know 
the probable results of any other office 
than my own. 

“With reference to the dominating 
influence, it seems to me that it was 
the desire shown by most of the larger 
companies to maintain or increase their 
premium income. This desire became 
so strong that at times it appeared 
that underwriting results had been 
completely overlooked. 

“The above is my real opinion, but 
as it is neither complimentary nor op- 
timistic, it would be better not to quote 
me.” 
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Lloyds Non-Marine 
May Exceed Marine 


ACCORDING TO A. L. GOLDBY 





English Underwriter Believes Greater 
Part of Lloyds Income Will Come 
From Non-Marine Sources 


That the non-marine insurance premi- 
ums of Lloyds, London, underwriters 
probably now exceed the purely mar- 
ine premium income is the opinion of 
A. L. Goldby, marine underwriter for 
Wm. H. McGee & Co., expressed at the 
marine insurance lecture last Thursday 
of the Insurance Institute of America. 
Mr. Goldby is an Englishman who came 
to Mr. McGee’s office early last year 
after underwriting for about twenty 
years in the English markets. His des- 
cription of the way marine insurance 
is conducted in London today was most 
interesting. 

‘Mr. Goldby spoke at length on 
Lloyd’s, which is the center of inter- 
est just now because of the news that 
the headquarters are to be removed 
shortly from the Royal Exchange build 
ing. Much of the information given by 
Mr. Goldby was printed in The East- 
ern Underwriter last week in a lengthy 
article on Lloyd’s. The activities of 
Lloyd’s have been growing so rapidly in 
all directions while the marine insur 
ance markets have been producing less 
then they formerly did for each indivi- 
dual underwriter that the non-marine 
business at Lloyd’s bids fair to super- 
sede the business which has made 
Lloyd’s famous the world over. 

Like many other marine underwrit- 
ers Mr. Goldby deplored the present 
condition of the leading marine mar: 
kets of the world. In London and Liv. 
erpool as in New York rates, he said, 
have gone all to pieces because of 4 
superabundance of underwriting facil- 
ities and an insufficiency of risks to 
satisfy evervone. Commerce through- 
out the wor'd. canurht in the chaos 
which has swent over Europe follow 
ing the close of the war. his lagged 
and while this inactivity continues mat 
ine insurance algo must suffer. There 
are. declered Mr. Goldbv. a few signs 
which point to better times this year, 
but these he d‘d not enumerate. 





“DETROIT” HEARING TOMORROW 

Judge Morris A. Soper, in the United 
States District Court at Baltimore has 
signed an order restraining the Marine 
Insurance Company, the Indemnity Mu- 
tual Marine, the Century, the Employ- 
ers’ Liability, Globe & Rutgers and the 
Automobile of Hartford from bringing 
any suit on the arbitration award grow 
ing out of a collision between the 
steamer “Augustus,” towing the barge 
“Detroit.” and the steamer “Captaine 
de Beauchamp” pending the hearing of 
the case tomorrow in Baltimore. _ The 
suit was brought by J. Craig McLanea- 
han. esneillary receiver of the West 
India Sugar Corporation, and the Equit- 
able Trust Company. 





VESSEL AGENCY, INC., MOVES 

The Vessel Agency, Inc., inland mat 
ine underwriters, formerly at 43 be 
change Place. has removed its offices t0 
56 Beaver Street. 
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Falconer Heads N. Y. 
Casualty & Surety Club 


LONG CAREER IN INSURANCE 





Has Held Positions of Importance in 
Various Parts of the World; Judge 
Talley a Speaker 





The Casualty & Surety Club of New 
York has been growing so steadily that 
at the annual banquet in the Astor on 
December 28 there was not a vacant 
seat. Among those in attendance were 
the heads of several companies. 

Walter G. Falconer was elected presi- 
dent to sueceed Alonzo Gore Oakley. 
Mr. Falconer, who js president of the 
Norwich Union Indemnity and Phoenix 


W. G. FALCONER 


Indemnity, and chairman of the cas- 
ualty lecture committee of the Insur- 
ance Society of New York, was born in 
Scotland where he received hig early 
education. His insurance experience 
has covered nearly a quarter of a cen- 
tury; has included posts in various 
parts of the world; and he has been ad- 
mitted to the bar. 

Mr. Falconer’s insurance career be- 
gan in Scotland in 1901 when he was 
appointed claims manager of the Gen- 
eral Accident. He was a young man 
for such an important post, but filled 
it satisfactorily. In 1904 he went to 
Toronto where he practiced law and 
in 1906 re-entered the insurance busi- 
hess. His next step was to be an in- 
surance manager in Australasia from 
where he was transferred to New York 
in 1913 as a branch manager here. In 
1914 he joined the executive staff of the 
Hartford Accident & Indemnity at the 
home office as assistant secretary, from 
which position he retired to found and 
become president and general manager 
of the Norwich Union Indemnity in 
1919. In 1922 he became president and 
general manager of the Phoenix Indem- 
nity. Mr. Falconer ig a high grade in- 
surance man, a believer in and follow- 
er of ethical practices; a close student 
of the business; and active in coopera- 
tion of educational movements in the 
business, 


St. John and Garrett Vice-Presidents 
E. A. St. John, president of the Na- 
tional Surety, was elected first vice- 
President of the Casualty and Surety 
Club; James A. Garrett, manager of 
the National Casualty, was elected sec- 
ond vice-president; and H. D. Jackson 
was elected secretary-treasurer. The 
executive committee consists of Rich- 
ard Deming, Thomas J. Grahame, Wil- 
liam C. Billings and George H. Reaney. 
The principal speaker at the dinner 
Was Judge Alfred J. Talley, who made 








a 





a human interest and humorous speech. 
Speaking in a more serious vein he 
said: 

“Your business is cast in multiple 
lines, but there are many fields of en- 
deavor that are as yet unexplored. I 
wish you could insure the American 
people against the lowering of stand- 
ards and the loss of ideals, the posses- 
sion of which in hardier days made us 
great, powerful and free. I wish you 
could insure against the degradation of 
womanhood upon the stage of our 
theaters today. When the veil of mod- 
esty, the protection of virtue, is torn 
from woman; when respect for the 
mother of ithe race ig cast to the winds, 
We are reaching the levels of paganism 
and the pages of history are dotted 
with the stories of the decay of pagan 
nations, naught of whose glory remains 
but broken monuments of stone and 
brass. | would that you could insure 
against the controversialists who from 
Christian pulpits strive to shatter ruth- 
lessly the faith that for nineteen hun- 
dred years has clung to the beautiful 
and softening teaching that our moth- 
ers loved for countless generations. 

“The story of that silent night when 
shepherds watched their flocks upon 
the hills of Bethlehem and an angel 
came and said, ‘Fear not for behold IL 
bring you tidings of great joy that shall 
be to all the people; for this day is 
born to you a Saviour who is Christ the 
Lord, in the City of David. And when 
they went and found the infant wrapped 
in swaddling clothes and laid in a man- 
ger, a multitude of angels appeared and 
sang, ‘Glory to God in the highest and 
on earth peace to men of good will.’ 
Oh, in these days when peace is so 
sorely needed in a world distraught— 
when men of good will alone can save 
and shape together once more the shat- 
tered fabric of progress and _ civiliza- 
tion, take not away from us the only 
true and abiding significance and im- 
portance of Christmas-tide, that makes 
men brothers in faith and in deed.” 





BROADENS NON-CAN COVER 


New Low Cost Productive Period Pol- 
icy of Continental Casualty; 
Changes Made 
The Continental Casualty, which has 
had success with non-cancelable disa- 
bility cover, has begun the issue of a 
new low cost productive period policy 
which will be in addition to its stand- 
ard non-cancelable disability policies. 
At a low cosit the new policy offers per- 
menent disability protection during the 
vital years of business activity and con- 
tains all the standard and liberal provi- 
sions of the non-cancelable disability 
policies at a premium charge made pos- 
sible by extending this service to age 50. 
The Continental has issued a table 
illustrating how its Productive Period 
Policy rates compare with those of ten 
prominent life companies for liability 
cover. The table shows Continental 

rates are lower. 

The new Productive Period Policy 
will be issued with waiting periods of 
two weeks, one month, two months and 
three months, subject to company’s 
standard rules. 
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Smith’s Compensation 
Law Recommendations 


WOULD CUT WAITING PERIOD 





Governor Thinks it Unjust to Make 
Injured Workmen Wait Out Four- 
teen Days of Disability 


In his report to 
Wednesday 


the legislature on 
Governor Smith devoted 
space in his report only to compensa- 


tion insurance and made recommenda- 


tions for some changes in the compen- 


sation act. He said: 

Necessary Amendments to Workmen’s Com- 

pensation Law 

While it is true that on the whole the 
York Workmen’s Compensation Law is the 
most liberal of any in this country, we should 
not close our eyes to any unjust or inadequate 
provisions that it may contain. 

The non-compensated waiting period after 
an accident should be reduced. At the present 
time no compensation is allowed for the first 
fourteen days of disability. In ,a recent in- 
tensive investigation of 100 compensation cases 
it was found that in twenty-two cases the in- 
jured workers complained bitterly about the 
two weeks’ waiting period, 

One girl after an incapacity of fifteen days 


received $2.31 compensation. Another whose 
average weekly wage was $12 received $16 for 
four weeks’ total disability. One young girl 


before she received any cash 
under the two weeks’ waiting 
threatened with expulsion 
house because she 
or room. 

A great many employers recognize the in 
justice of a long waiting period and pay 
compensation for the first two weeks, although 
they are not required to do so by law. Many 
states in their first experiments with work- 
men’s compensation adopted the fourteen-day 
waiting period, but as a result of practical 


compensation 
period was 
from her lodging 
could not pay for board 
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experience most 
til now there are thirty-four states 
waiting period of seven days or less. 

A further injustice is worked by the four- 
teen day waiting period because it denies cash 
compensation to over 60% of all those injured 
in industrial aceidents. To remedy this in 
justice | suggest that the waiting period be 
cut in half. 

In addition to the compensation which the 
law provides for the loss of an arm or any 
permanent injury, should 
also be paid for the healing period resulting 
from the accident. At the present time the 
compensation paid for disability during the 
healing period is deducted from the amount 
awarded for the loss of the arm or other per 
mane it injury. It often happens that whereas 
the law intended to compensate a worker for 
his future loss of earning capacity because of 
the permanent injury that he has sustained, the 
healing period is so long that a great part 
and sometimes all the compensation is used 
while the employe is totally disabled. 
In effect, therefore, he receives nothing or 
little for the permanent injury. This 
works a great injustice and should be cor 


amended un- 
having a 


laws have been 


compensation 


Compensation for the loss of an eye is to- 
tally inadequate. At present it is fixed at a 
maximum of 128 weeks at $20 a week, a total 
of $2,500. L recommend a substantial increase 
in the amount of compensation now provided 
for this most serious injury. 

In computing death benefits to 
dependents of those killed in 
cidents, the maximum 
sideration are $125 a 
This means the 


widows and 
industrial ac- 
wages taken into con 
month, or $1,500 a 
maximum compensation that 
can be paid to a widow is $8.65 a week, and 
to a dependent mother $7.21 a week. These 
death benefits are inequitable when you con- 
sider the fact that the workmen’s compensa- 
tion law applies to many employments where 
wages largely in excess of $125 a month are 
paid. In this connection I call your atten 
tion to the fact that whereas wages, since 1914 
have practically doubled, the maximum death 
henefits allowed have only been increased 25%. 
I recommend more humane allowance for these 
dependents 


year. 


SUN TO INCREASE CAPITAL 


Wi'l Write Burglary and Plate Glass; 
Has Created Large Volume of Bus- 
ineSs in Short Time 


The 


have 


directors of the Sun Indemnity 


contribute additional 
$350,000, $100,000 for capital 
account and the balance for surplus ac- 
count, making a total capital of $700,- 
000. It is also proposed to extend the 
company’s lines of business to embrace 
burglary and plate glass insurance. 

The Sun Indemnity commenced busi- 
ness early in 1922 and has built up a 
large volume of business. It is entered 
in about thirty-five states and has a 
well established agency plant. 


voted to 
funds of 
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Schedule Z Furnishes 
Many “Nuts to Crack” 


COMPENSATION RATE 
R. H. Longmaid, of N. Y. Rating Board, 
Prepares Commentary to Be Used 
as Guide to Underwriters 





BASIS 





“An error in Schedule Z, the basis 
upon which rates for compensation in- 
surance are made, if carried into work- 
men’s compensation rates, results in 
an inequity to someone,” according to 
Richard H. Longmaid, of the Compen- 
sation Rating Board of New York, who 
has prepared a very interesting com 
mentary on this schedule in which he 
has endeavored to point out its  pit- 
falls and explain the schedule as a 
means for helping in the more careful 
and accurate reporting of it. 

In his commentary he says in part: 

“The ages for dependents are a 
source of trouble. They furnish ‘nuts 
to crack.’ The typewritten instructions 
tell you to add six months to the date 
of death, to call the dependents a year 
older in consequence of this addition 
and then to consider from that last 
derived date to the valuation date 
twelve months as a year. Now consid- 
er the date of birth of each dependent 
when it is given in days, months and 
years. 

“The following is an example: Wid 
ow—date of birth, 7-27-1890, date of 
death, 8-30-1920, and date of valuation, 
3-31-1922. Subtract 7-27-1890) from 
8-30-1920 and you have, 1-3-30. The 
widow is thus thirty years, one month 
and three days old. If the subtraction 
resulted in thirty years, six months and 
some odd days she would be considered 
as thirty-one years old. Proceed from 
this age of thirty or thirty-one years 
as the typewritten instructions say to 
obtain the age valuation date. 

“Assume that the ‘valuation date’ is 
12-31-21, ‘date of death’ 5-5-20 and the 
widow’s age at ‘date of death’ thirty 
five. Then according to insurance de- 
partment rules the widow bhecomes 
thirty-s'x six months after 5-5-20, or on 
11-5-20, thirty seven on 11-5-21 and is 
still thirty-seven on 12-31-21 (in fact 
up to 11-4-22). 

“According to the rule of using ‘age 
at nearest birthday’ at ‘date of valua- 
tion’ a person thirty-five on 5-5-20 may 
have been born anywhere from 11-6-84 
to 11-5-85. 

Annuities 

“The time when annuities are most 
troublesome is when the number of 
children brings the yearly compensa- 
tion value past the 66 2-3% limit. A 
widow gets 30% and each child 10%. 
Therefore, if there are more than four 
children the percentage will come to 
75 or more. In such cases where chil- 
dren number four or over it will be nec- 
essary to resort to the Olifiers’ Tables 
for the annuity values. The N. Y. val- 
ues as well as the Olifiers’ are both 
based on the legal standards, but Oli- 
fiers’ are more complete in that they 
have tables providing for those cases 
where the number of children is high. 

“To check the ‘comp. paid’ entered 
on the sheets, subtract the ‘date of 
death’ from the ‘date of valuation’ thus 
obtaining years or fractions thereof in 
which compensation is due the depen- 
dents. 

“In cases where death occurs some- 
time after the injury and if the death 
is the outcome of that injury, it would 
be considered a death case and reserv- 
ed for at full value though from the 
time of the accident to the time of 
death the ‘comp. paid’ in proportion 
to the period would appear. If the 
death is not the outeome of the in- 


jury, a footnote should appear on the 
fheet indicating that the case is either 
‘minor’ or ‘temporary’. 
strictly not a death case. 
“In checking. keep constantly in mind 
the laws enacted as charted in the di- 
Beware of alien dependents and 


This case is 


gest. 


the usual practice of cutting their re- 
serves in half when settlements are 
made in a lump. 
Valuation Dates 

“Suppose you find the ‘valuation 
dates’ are omitted in Part II. Go to the 
other parts for that information and 
if the dates are missing on all parts 
refer to the ‘months elapsed’ as shown 
on Part V; this might point to a valu- 
ation date. Or refer to Part IIL. re- 
serve and see what value (from Table 
V.) has been used. > 

“Do not attempt workmen’s compen- 
sation methods in obtaining reserves 
that you would employ if the case was 
purely under the Workmen’s Compen- 


sation Law. When comparing indi- 
vidual reportings with Part I, the re- 
serves and ‘comp. paid,’ etec., even 


though the case be admiralty, common 
law, ete., should appear in Part 
Claims, where it has been established 
by the commissioner that the company 
is non-liable, should not have their re- 
serves, ete., carried to Part I. unless 
a funeral benefit or award to the State 
Treasurer has actually been paid be- 
fore the case was considered other 
than workmen’s compensation. 

“It is not necessary for the carrier 
to give the details of reinsurance on 
the back of the particular sheet in ques- 
t'on. It is only necessary when liabil- 
ity for a single injury is divided be- 
tween two or more carriers. In case 
of reinsurance the reporting carrier is 
liable for the full amount, the reinsur- 
er being liable to the original carrier 
only and not to the assured or the in- 
jured party. 

Permanent Total Cases 

“Part Three or Permanent Total Cas- 
es are similar to Part If claims as far 
as the ‘age at valuation date’ and the 
annuity values obtained from the table 
ZO. 

“The most important point in the 
examining of Part III sheets is to see 
that the claims are actually permanent 
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total cases. Unless the commission so 
rules, the companies so consider; or 
that the losses paid or incurred are for 
the loss of two members as two legs, 
two arms, tWo eyes or say an eye and a 
leg; or the cases once indeterminate 
are at ‘valuation date’ over 24 months 
standing, then the claims are actually 
permanent totals and not majors or 
minors. 

“Part IIL reserves are computed as 
instructions explain by multiplying the 
‘weekly comp.’ by 52 and by the value 
found in Table V for that age which 
the injured attained at the ‘date of 
valuation’. In computing ‘age at val- 
uation’ one must take into considera- 
tion whether or not the company uses 
the ‘ages at nearest birthday’ in arriv- 
ing at reserves or whether or not the 
company gives the ages in years only. 

“The reserves for Part III cases us- 
ually appear high but of course if the 
cases come under the Admiralty Law 
or are third party claims, the lump 
sum settlements or even reserves now 
on another basis can be most any 
figure. 

Troublesome Features 
“The two most troublesome features 
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contains information and comments on all Lines. 


about Part IV are the ‘wages’ or ‘week. 
ly compensation’ and ‘degree of disabil- 
ity’. The ‘loss’ figure which is to be 
checked accurately in Part IV is the ‘to- 
tal comp’. This value is the product of 
the number of weeks allotted for dis. 
ability “payments times the weekly 
compensation’. 

“The presumption as to whether an- 
nual wages or weekly compensation ig 
correct when they are inconsistent 
probably varies with the different com- 
panies, depending largely on how they 
make up their report; it also may de- 
pend on whether an actual award has 
been made. On the whole since ‘an- 
nual wages’ is the starting point of our 
check it should be assumed to be cor- 
rect. 

“Often the ‘comp. paid’ and the ‘total 
comp.’ are equal—the reserve therefore 
has not been set up. This figure, i. e, 
‘total comp.’ or ‘comp. paid’ might rep- 
resent a final settlement for it might 
be the product of the number of weeks 
of disability and the ‘weekly comp.’ If 
such be the case, it might or might not 
be a lump payment and no footnote 
bearing upon it need be given by the 
company. 

“In checking age with date of birth 
the two entries should tally or be in 
accordance with one another, but if 
they disagree, that is if the age is one 
year larger or smaller than that age 
to which the date of birth points it 
can be passed. 

Reserves Fer Particular Injuries 

“On the Part V sheets one should 
first observe if the reserves are out 
of line, i. e., with that figure which 
would most likely be the amount set 
aside as a reserve for that particular 
injury as given on the sheet. No ae- 
curate check can be made upon such 
an entry as the ‘percentage loss of use’ 
or the ‘number of weeks’ is not given 
on the sheet nor is it definitely known 
what the degree of disability is by the 
reporting company. Always note wheth- 
er or not the doctor’s prognosis has 
been given at the base of the sheet. 
It is essential. 

Classifications 

“The checking of the classifications 
on these individual reports is probably 
one of the two most important parts 
of this Schedule Z work. In order 
that the noting of inconsistencies be 
tween the ‘classification’ and the ‘occu- 
pation’ or the ‘classification’ and the 
‘cause of injury’ or all three might be 
intelligently made, the checker should 
familiarize himself with the following: 
industries, types of machines, various 
Industrial processes, scope of each class- 
ification, then the varied processes and 
machines or machinery peculiar to 
each. Such a knowledge enables one 
to know by the description of the ‘cause 
of injury’ and the given ‘occupation 
in what capacity and in what trade the 
injured wag working. 

“A great help in discovering wheth- 
er or not a particular classification 1s 
consistent or whether it is foreign to 
the assured {s the files which should 
be called wherever the reviewer § 
in doubt as to the consistency of the 
‘classification,’ the ‘cause of injury,’ ete: 
When reviewing files or rather search: 
ing them with hopes that they might 
shed some light upon what the a& 
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gsured’s products and processes are, 
the departments in his organization and 
the kind of work the given employee 
is likely working in at the time of the 
accident, one should study the ‘inspec- 
tion report’ with its ‘machine report’, 
ond the ‘experience’ sheets. 

“Payrolls reported on ‘experience’ 
sheets for previous years should not 
always be taken at face value. It fre- 
quently happens that code numbers on 
past years are changed on the ‘exper- 
jence’ sheets to make them agree with 
the current ‘classification’. 

“A great help in determining wheth- 
er the ‘classification’ given on the 
sheet is that which corresponds with 
the ‘occupation’, the ‘cause of injury’ 
and through necessity the code num- 
ber, is to refer to those footnotes or 
explanations given for various ‘classi- 
fications’ in the ‘basic manual’. The 
checker will find that the occupation ‘la- 
borer’ covers a host of different kinds 
of work. a 

“One should take care in the mat- 
ter of the ‘classifications’, ‘drivers and 
helpers’ and ‘chauffeurs and helpers,’ 
for in many instances such ‘classifi- 
cations’ are embodied in the governing 
dassification of the assured and inci- 
dentally the one under which the in- 
jured was working. 

Why Comparison Is Made 

“The reason why a comparison of 
the first and second reportings of 
Schedule Z is made is to learn how 
the various claims which appeared in 
the first report developed in respect 
to their losses and reserves and what 
became of them; whether or not being 
‘ndeterminate’ cases in the first re- 
port they became ‘temporary’ or ‘min- 
or cases in the second, or possibly 
terminated in death, major or perma- 
nent total. 

“In comparing reports it is far more 
important to call attention to claims in 
the first report that have had no sec- 
ond reporting in any part than it is 
when cases reported in the second re- 
port have had no earlier reporting. 
Sometimes claims which do not appear 
in the second report have not appeared 
there hecause the carrier was found 
not liable and the claim was disallowed. 
Oftentimes cases shown in Parts IT and 
V on the first report become ‘minor’ 
or ‘temporary’ cases in the second re- 
port. 

“When comparing these two report- 
ings it will be unwise to waste too 
much time in detail. Only extraordi- 
nary or contrary variations in ‘reserves’ 
or ‘total comp’s.’ should be noted. It is 
natural for reserves to jump up or 
down but it is not natural, for example, 
to see a first report ‘death’ claim show- 


ing a widow and three children with 
certain annuities and reserves become 
a ‘death’ case in the second report 
showing only a widow as the sole de- 
pendent and in consequence thereof 


a lower reserve than that on the first 
report.” 





EXECUTIVE APPOINTMENTS 





H. S. Bean, W. W. Morse and M. R. 
Masterton Assigned Important Posts 
With Eastern Casualty 





The Eastern Casualty, of Boston, 

Mass., has appointed H. S. Bean first 
Vice-president and secretary, W. W. 
Morse vice-president and director and 
z R. Masterton, treasurer and direc- 
r. 

Mr. Morse has been a resident vice- 
resident since 1916 and will continue 
n charge of the company’s Maine and 
New Hampshire departments. He is a 
hersonal business getter and an abie 
‘gency organizer. 

Mr. Morse was the first president of 
the Maine Accident and Health Under- 
Writers Association and a member of 
the executive committee of the Insur- 
Mee Federation of Maine. 

_M.R. Masterton is an able and exper- 
‘need officer who has been associated 
vith President McDowell for over four- 
‘een years and had formerly served as 
‘sistant treasurer. 





Questions Asked In 
“Quiz” on Industrial 


SCOPE OF EXAMINATIONS 





United States National Life & Casualty 
Students Cover Broad Field in 
Final Tests 


The accident and health insurance 
school conducted by the United States 
National Life & Casualty recently in 
Newark, N. J., attracted wide attention 
and was considered a successful step 
in the right direction. The graduates 
were sent to various sections of the 
country to organize agencies in the in- 
dustrial accident and health depart- 
ments. The questions asked in the 
final examinations follow: 


Questions on Weekly Business 


(a) Write your name on the top of 
every sheet used in answering the 
questions. Number the sheets consec- 


utively and write only on one side. 

(b) Answer the questions in order 
and number the answers to correspond 
with the questions. 


(c) Answer only eight of the ten 
questions. 

(d) The policy referred to in the 
questions is the Weekly Policy 
Series RA. 


1. What is meant by the coverage 
of a policy? 


2. What is meant by insurable in- 
terest? 


3. When should a policy be placed 
on the lapse sheet? 


4. When is a policy out of benefit 
for death? For disability? 


5. Define D. L. P. and also Debit. 


6. Explain the policy provisions as 
to half benefits. 

7. Name five kinds of people from 
whom applications should not be ac- 
cepted. 

8. State five important causes which 
might arise for rejecting a claim. 

9. What is meant by special salary? 
By ordinary salary? When is an agent 
not entitled to special salary? 

10. Give the Four Step Sale Rule. 

Questions on Monthly Business 

1. What is meant by classificatiou 
of risks? 

2. If aman has more than one occu- 
pation, how should he be classified? 

3. What is meant by a regular pol- 
icy? A special policy? How may a 
regular policy be changed into a spe- 
cial policy? 

4. What are the policy provisions 
with regard to accumulation? 

5. What is meant by Principal Sum? 
When is half the principal sum paid? 

6. What are the policy provisions 
with regard to double indemnities? 

7. What is the maximum amount, 
premium, and age limit for funeral 
benefit? 

8. When does the policy lapse? 
How may it be reinstated after being 
lapsed sixty days? 

9. What is meant by a rider? 
plain three forms of riders issued. 
10. Give some important directions 
to be followed in selecting a new agent. 


Ex- 





LUTZ IS AT IT AGAIN 

Jean V. Lutz, formerly an officer of 
the defunct National Automobile Mu- 
tual Casualty Company, is named as 
one of those signing the notice of in- 
tention to form three new mutual in- 
surance companies in this city. The 
companies to be organized are the fol- 


lowing: Roosevelt Automobile Mu- 
tual Casualty Company; Roosevelt 
Mutual Fire Insurance Company, and 


the Roosevelt Mutual Insurance Com- 
pany, which will probably write liabil- 
ity and compensation lines. 














reaching service. 


unusually effective. 


George K. Yuengling, 
Eastern Manager Surety Dept. 








CALIBER 


Agencies with extensive business require extensive service. 
Of what caliber should their company be? 
1 Large enough that its facilities shall be ade- 
quate for their requirements. 


2 Broad enough in experience to render a far 


3 Small enough that its officers may be thor- 
oughly in accord with the agency’s program 
and heartily in sympathy with what they are 
working to accomplish. 


The Continental is large enough to serve big business in all 
Casualty and Surety matters—and small enough to accord 
each representative’s problems personal attention. 


Its official staff is composed largely of men who formerly were 
personal producers. Therefore, they know the agent’s prob- 
lems as only he himself can know them. And their long ex- 
perience in solving such problems makes Continental service 


Good openings are available in both New England territory 
and the Eastern field for desirable general agency connections. 


Continental Casualty Company 
75 Fulton Street 
New York 


Arthur H. Wright, 
Executive Special Representative. 
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| Cash Capital $1,500,000.00 





FIDELITY and SURETY 
BONDS 





Accident, Health, Burglary, Automobile, 
Liability, Plate Glass and 
Workmen’s Compensation Insurance 


Executive Offices Great Eastern Dept. 


830-836 Union St., 100 Maiden Lane 
New Orleans New York 











SUIT ON BINDER WON 





American Surety Gets Verdict Against 
Fire Companies; Location Point 
At Issue 





In a suit on a binder of insurance, 
one of the few which have been tried 
in recent years, a verdict for the full 
amount claimed was rendered Monday 
in favor of the American Surety Com- 
pany of New York against the Patriotic 
Insurance Company in the New York 
County Supreme Court. The case was 
on trial during all of last week before 
Judge Giegerich in Part IV and the 
verdict called for payment of $15,000 
and $240 interest. Other suits total- 
ing $50,000 will be brought by the 
American Surety Company against the 
London & Scottish, Merchants Fire, 
National Liberty and the Scottish Un- 
ion & National. 

The suits were the result of a fire 
early in the winter of 1920 which de- 
stroyed 65,000 bags of cement and 
lime being stored in Brooklyn for the 
construction of the twenty-one story 
addition to the American Surety Build- 
ing at 100 Broadway. The Patriotic 
Insurance Company, Ltd., declined to 
make payment under the terms of the 
binder, asserting, among other things, 
that there had been an improper de- 
scription of the location of the insured 
goods. The legal questions involved 
were whether a binder must be abso- 
lutely accurate and precise in its de- 
scription of location and the effect of 
alleged misrepresentations outside the 
written contract. 

The American Surety Company was 
represented by William Otis Badger, 
Jr., Milo Otis Bennett and F. Campbell 
Jeffery, and the Patriotic Insurance 
Company, Ltd., was represented by 
F. O. Affeld, Frank Sowers and J. S. 
Ziller of the firm of Richards and 
Affeld. 





N. J. LEGISLATURE CONVENES 





Compulsory Automobile Liability In- 
surance Slated For Consideration 
By Legislative Committee 





The New Jersey Legislature convenes 
next Tuesday and among the insurance 
matters that are slated for considera- 
tion is compulsory automobile liability 
insurance. At the opening of the ses- 
sion a joint committee of five members 
will be appointed to consider compul- 
sory liability cover. Some members 
believed all motorists ought to be re- 
quired to carry a minimum of $10,000 
of personal liability insurance and $2,- 
000 of property liability insurance. 
There will be approximately 400,000 
cars licensed in New Jersey this year 
and it has been estimated that a fee 
of $25 would be adequate if the State 
undertakes the insurance. 
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Seek Uniform Reports 
To Reduce Accidents 


FATALITIES 





CONTINUE 
Recommendations Offered By National 
Safety Council for 1923 Include 
Compilation of City Statistics 


HIGH 





The slight downward trend of the 
death rate from fatal accidents in the 
United States during the last ten years 
is far offset by the natural increase 
in the population, according to the re- 
port of the committee on Public Acci- 
dent Statistics, Public Safety Section, 
National Safety Council, for the year 
1923. 

In the r@port are many charts and 
tabulations of statistics and compari- 
sons of accidents, showing their causes 
and the possible prevention of casual 
ties. The committee has drawn up 
plans for uniform records that it feels 
are essential in the prevention of traf 
fic accidents. 

A recommendation offered is that lo 
cal councils introduce before boards of 
aldermen and city councils or commis 
sions the following resolutions: 

“Whereas, more than 14,000 citizens 
were killed by automobite accidents on 
public highways last vear and probably 
15.000 will lose their lives in 1923 from 
this cause alone; and whereas, the pre- 
vention of these accidents depends upon. 
accurate records of facts on when, 
where, and how these accidents occur; 
and, whereas, such information can be 
obtained only if cities use uniform and 
complete schedules for the recording 
and co-operative raporting of such acci- 
dents; 

“Therefore, be it 
board of aldermen or 


resolved that the 
common council, 


of the city urges that the uniform re- 

porting cards for public accidents, as 

davised by the National Safety Council, 

be used by the police department of the 

city beginning at the first of the year.” 
Plan of the Committee 

The record plan of the committee 
consists of five forms, each form being 
in two parts. The first is a preliminary, 
condensed record for the use of the 
poKce or safety officer reporting the ac- 
cident. The second is a more detailed 
form for the use of the court and head- 
quarters clerks in abstracting the more 
complete information obtained in court 
proceedings up to the disposition of the 
case. 

The committee fdaels that the prac- 
tical solution of the public safety prob- 
lem depends upon a comprehensive an- 
alysis, first, of the facts for traffic move- 
ment in the cities, second, upon ader 
quate facts on traffic accident occur- 
rence, and third, upon the intensive 
study of localized traffic movement and 
traffic accident problems. 

The traffic problem, according to the 
committee, is too complex to be solved 
by a few formulas or generalizations 
based on half information and feels it 
is essential, if it is to get completa in- 
formation, that each city make a study 
of its own problems and present the 
data and conclusions to the public. The 
committee therefore, suggests that each 
community prepare maps showing traf 
fic movement along main arteries and 
subsidiary channels in order that traf 
fic distribution and control may be ef- 
fective. 

It further suggests that each com- 
munity prepare spot-maps of the occur- 
rence of traffic accidents so that 
centers of hazard may be _ identified. 
Also that an intensive study be made 
of such lecal cents, graphically, and 
proper solutions indicated. 


Incal 








Continental Casualty’s Year 


The Continental Casualty winds up 
the year with admitted assets of over 
$12,000,000; capital, a and vol- 
untary reserve of over $38,250,000; and 
premiums written (net smen deducting 
reinsurance) over $12,500,000, In- 
creases for 1923 are over $2,000,000 in 
admitted assets; over $750,000 in cap- 


ital, surplus and voluntary reserve; and 
over $1,000,000 in net premiums. 
* 
Hell Covered At Premium To Be 
Arranged 
A. L. Goldby, an Englishman and 
successful marine underwriter in that 
country for twenty years, and now un- 
derwriting for Wm. H. McGee in this 








city, had the unique experience as a 
youth of writing the biggest insurance 
contract ever conceived by human im- 
agination. He had just entered the 
marine insurance business in the pol- 
icy department of a prominent English 
company. One of his first tasks was to 
fill out policy forms. Obeying the oral 


instructions of a superior he began 
work on a certain marine insurance 
cover by writing in the name of the 


vessel at risk. Then he was told to 
make a note in the margin of the con- 
tract stating “Held covered at a pre- 
mium to be arranged.” 

However, Mr. Goldby neither under- 
stood the order nor did he catch the ex- 
act phraseology. A quizzical look at 
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the head underwriter brought a repeti- 
tion of the order in an irritated tone. 
Fearing to debate the matter longer 
Mr. Goldby wrote the following nota- 
tion, “Hell covered at a premium to be 
arranged.” The policy went through 
the office, was sent to the assured, and 
never came back for correction or re- 
vision. That being so, the company, 
Mr. Goldby thinks, assumed a rather 
large obligation for a small premium. 
be ~ i 


Can’t Guarantee Performance of Insur- 
ance Contract 

One of the companies has called at- 

tention of its agents to the fact that 

Section 70 of the New York insurance 

law prohibits a surety company from 

guarantying the performance of an in- 
surance policy contract. 
ok * * 


Lott’s Letter On How To Treat Agents 
and the Public 

Edson S. Lott, president of the Unit- 
ed States Casualty, has sent a letter to 
a member of the staff outlining how 
brokers, agents and the public should 
be treated, which is this way” 

“Please see that everyone of your 
employees is persistently and persua- 
sively polite to all agents, all brokers. 
all policvholders and all witnesses. 

“Please do not let an agent, a brok- 


er, a policyholder or a witness, (no 
matter how humb'e his position or un- 
“t'rsetive his personal appearance) 
wait around your office for an_ inter- 
view without giving him polite atten- 
ton. If there must be a wait, see that 
the one who waits is given a reason 
for waiting, and that he is offered a 


to read while he 
is waiting. Don’t allow him to be 
treated with cold indifference. Your 
living and my living and the living of 
all your employees comes from people 
who call on you in behalf of our policy 
holders.” 


paper or a magazine 





ISSUING AUTO LICENSES 
World Mutual Automobile Casualty And 
Argus Association Facilitate Se- 
curing of 1924 Plates 





The World Mutual Automobile Casu- 
alty has created service departments in 
its different offices where 1924 licenses 
and plates can be obtained by policy- 
holders free of charge. This service 
has been inaugurated for the conven- 
ience of taxicabs, busses and rental car 
owners who carry Statutory policies as 
necessitated by law. Policyholders 
must file their policies in order to get 
the advantages of the service. 

Through the Argus Association, an 
organization sponsored by the World 
Mutual for the furtherance of careful 
driving, the service has been extended 
to trucks and pleasure cars. This serv- 
ice igs extended to everybody who 
chooses to use the association's services. 





J. Weil & Company, formerly dis- 
trict agents for the Travelers Insur- 
ance Company at Montgomery, Alaba- 
ma for the liability department, have 
been advised that 
General Agents. 


their title is now 
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The Employers’ Liability 
Assurance Corporation, Ltd. 


The original and leadging Liability 
Insurance Company in the World 
LIABILITY, STEAM BOIL 
ACCIDENT, HEALTH, FIDB 
AND BURGLARY INSURANCE 
United States Branch 


SAMUEL APPLETON, United States Mgr. 
33 BROAD STREET, BOSTON, MASS. 
AGENTS WANTED 
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Burglary Rates Cut; 
Dog Discount General 


JOWER RESIDENCE BURGLARY 





New Year Finds More Cheerful Situa- 
tion in Burglary Insurance, 
Say Observers 





At a meeting of the burglary depart- 
ment of the National Bureau of Cas. 
walty & Surety Underwriters last week 
the 10% discount for dog protection on 
residence burglary risks, recently of- 
fered by the United States Fidelity & 
Guaranty, was adopted, except that the 
warranty provides that, the dog for 
which allowance in the premium rates 
js made, must be at least one year 
old. 

A discount of 25% was also adopted 
to apply to premium for section B of 
the dividend form of residence burglary 
insurance, covering furniture, fixtures 
and other household property, other 
than jewelry, silverware and furs, cov- 
ered under section A. 

Since the adjustment of the mercan- 
tile open stock situation underwriters 
have felt that the companies had fal- 
‘len in line and buried the hatchet and 
the final clearing up of the Section B 
situation is looked upon as satisfactory. 
Up to the present some concern was 
expressed about this section as some 
companies had been writing this class 
from 25 to 50% off. Most companies 
have been reluctant to write burglary 
insurance at a discount for dog protec- 
tion but had expressed willingness to 
do so to meet competition. 

The other lines of burglary insur- 
ance, in which tranquility and _ satis- 
' faction prevail are mercantile safe; 

holdup, inside and outside; bank bur- 
' glary and residence lines, section A. 

Many of the companies have lined 
up in the new burglary department 
of the National Bureau, while others 
are still adhering to the rates of the 
| Independent Rating Bureau, conducted 

by R. H. Towner. All the rates up to 

' the adoption of the dog and section B 
f discounts as issued by the National Bu- 
/ reau and the Independent Bureau have 
} heen identical. 

Among the companies subscribing to 
the Independent Bureau are the follow- 
ing: General Casualty & Surety. Gen- 
, ral Accident, Zurich, Federal Surety, 
American Surety, Republic Casualty, 
Southern Surety, Pennsylvania Surety, 
_ Georgia Casualty and Chubb & Son, 


managers for the United States Guar- 
antee, 


ere: 





a 





HEADS NORTHERN INDEMNITY 

Frank H. Ellsworth, former insur- 
ance commissioner of Michigan, has 
been elected president of the Northern 
Indemnity, of Grand Rapids, Mich., to 
succeed George FE. Nichols, retired. 
Judge Elisworth was one of the organ- 
ers of the Detroit Fidelity & Surety, 
resigning several months ago as its 
vice-president. The Northern Indem- 
nity has been writing automobile, plate 
glass and some compensation lines and 


it is expected to be made a surety com- 
Dany, 





F.C. WILKENS RESIGNS 

Fred C. Wilkens, manager of the 
New York office of Harry C. Mitchel, 
Feneral agent for the General Acci- 
dent, on account of ill health, has re- 
signed and will take a short rest be- 
ore returning to activa duties. Mr. 
Wilkens was for eleven years manager 
of the New York City branch office of 
the Commercial Casualty. 








ROLUMBIA CASUALTY’S YEAR 
he Columbia Casualty estimates its 


Memium income for 1923 to be about 
$1,000,000; its admitted assets, $5,000,- 





agin & Company have been incorpor- 
Fea conduct an insurance business 
ew York City. 


Calls Attention To 
Burglary Rate Changes 


NEW POLICIES OUT JANUARY 1ST 


Agents and Office Managers Notified of 
Various Reclassifications in Mer- 
cantile Open Stock Line 





The New York Indemnity has sent 
a circular letter to all its agents and 
branch managers advising them of the 
changes in mercantile open stock rates 
which became effective in New York 
State on November 26, 1923, as respects 
rew business and it became effective 
January 1, 1924, as respects renewals, 
and that became affective in all other 
states on December 1, 1923, as respects 


new business and January 1, 1924, as 
respects renewals. In the states of 
Oregon and Washington the effective 
date was January 1, 1924, both on re- 
newals and new business. 

The letter follows in part: 

It is hereby agreed that the company shall 
not be liable for loss of or damage to furs 
or articles made entirely or principally of fur, 
occasioned by the felonious abstraction of such 
merchandise from within any show window in 
the premises, after the glass therein has been 
broken from the outside. 

It is not permissable to terminate existing 
open stock contracts for the purpose of re- 
writing such contracts at the present rates. 
No single part of the new open stock program 
shall be applied to the rates heretofore in ef- 
ect. For example: the new discounts for 
watchmen or alarm systems shall be applicable 
only to the new rates. 

Kindly note that there has been a change in 
the arrangement of territories, co-insurance 
percentages and co-insurance limits these be- 
ing governed by the territorial divisions as 
found on pages 13 and 14 of the manual, va- 
rious percentages on page 1 and the limits 
at the foot ofi each page containing the classi- 
fications. The trade groups are on page 15. 
Pages 18 to 21 inclusive designate the dis- 
counts for alarm systems and watchmen serv- 
ice. As you wil] note there have been some 
amendments in this respect. At the present 
time there are no Class A alarms; the list 
of approved makes together with their classi- 


fication can be found on page 28 which are 
not to be deviated from, 
Where the co-insurance percentage is 60%, 


50% or 40% the present policy should contain 
the following endorsement. 

In consideration of the premium for which 
the under-mentioned policy has been issued 
it is hereby agreed that wherever 80% appears 
in Condition C and item 8 ——% shall be sub- 
stituted in lieu thereof. 

A new open stock policy is ready and is to 
be used exclusively. 





T. W. STEVENS LOSES BROTHER 

T. Wallace Stevens, assistant to Man- 
agers Cannon and Guy, at Richmond, 
Va., for the Fidel:ty and Deposit, was 
bereaved last week by the death of his 
brother, William Bruce Stevens, widely 
known traveling man. 


C. A. CRAIG, Prestdent W. R. WILLS, Vice-Pres. C.R. CLEMENTS, Sec. & Treas. 


The National Life and Accident Insurance Company 


NASHVILLE, TENNESSEE 


Industrial, Life, Health and Accident Insurance 
in ONE Policy 
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NOTICE OF CANCELLATION 





Compensation Rating & Inspection Bu- 
reau of New Jersey Gives Mode 
of Procedure 


The Compensation Rating & Inspec- 
tion Bureau of New Jersey in a circular 
letter to its members calls attention to 
Article 1, Section 7, of the Workmen’s 
Compensation Act which reads in part 
as follows: 


“No contract of insurance shall be 
cancelled within the time limited in 
such contract for its expiration, until 
at least ten days after notice of can- 
cellation of such contract on a date 
specified in such notice shall be filed 
in the office of the Commissioner of 
Banking and Insurance, and also served 
on the employers.” 


The Bureau advises as_ follows: 
“Original notification of the Bureau pro 
cedure for handling cancellations was 
promulgated under date of August 18, 
1917. In view of subsequent slight 


modification in the details of notice, 
change of address, ete. we have 
brought this form up to date. Blank 


forms of notice can be secured from 
the Bureau or the companies, may, if 
they desire, reprint the same on letter 
heads or other sheets not less than 
half standard letter size. Postcard or 
other reduced size or abbreviation of 
detail will not be acceptable. 

“In view of repeated questions as to 
procedure where issued policies have 
never actually become effective, you are 
advised that in case of a policy ‘spoiled’ 
in the office of the company or issu- 
ing agency for which the Bureau has 
been provided with the customary copy 
of application or daily report, a simple 
statement of fact by individual letter 
or list will be acceptable, but in gen- 
eral, whenever copy of application or 
daily report has been filed with the 
Bureau it is advisable in the interests 
of uniformity and to insure complete- 
ness and correctness of record, that we 
should consistently adhere to the prac- 
tice of filing the standard form of no- 
tice.” 


























AWAIT RATING CHANGE 





New Rule on Experience Plan Affecting 
Compensation Underwriters Now 
Before Department 





A new rule has been created on the 
experience rating plan by the Compen- 
sation Inspection Rating Board, of New 
York, which is designed to eliminate a 
factor in ‘the existing dissatisfaction 
that has been expressed by some of the 
stock companies writing compensation 
lines. The new rule is now in the 
hands of the Insurance Department, 
awaiting approval, and an announce- 
ment of the change is looked forward 
to with interest by the companies. 

Under the plan as it now stands 
some underwriters have felt it tends 


to increase the charges and decrease 
the credits with the result that the 


good risk is penalized at the expense 
of the poor. The increase in the large 
and more desirable risks is claimed to 
be unfair to the assured as it prohibits 


the allotment of credits to those en- 
titled to it. 
The new rule, it is expected, will 


make the experience rating plan more 
agreeable to both mutual and stock 
company interests. 





TO CUT AUTO DISCOUNTS 


National Bureau Manual Will Also Con- 
tain Simpler Rates and Broader 
Covers 

When the new automobile ‘manual is 
issued later this) month by the National 
Bureau of Casualty & Surety Under- 
writers there will be several changes 
noted in the liability and property dam- 
age rates and rules. One alteration 
probably will be the elimination of the 


8% and 20% discount allowed for res 
tricted operation of private passenger 


automobiles. All automobiles are to be 
written on the same basis it is said, and 
it is confidently expected that the new 
arrangement will meet with universal 
approval, Some policies are to be 
broadened and the rates are to be simp- 
lified. 
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RAIN INSURANCE 
“Inland Lloyds” of New York 


Cash Deposits in New 
York State 


$415,050.50 
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HENRY W. IVES & COMPANY 


75 FULTON ST., NEW YORK 
UNDERWRITING MANAGERS for THE UNITED STATES and CANA™A 


EXCESS COMPENSATION 


Security Mutual Casualty Co. 
OF CHICAGO 


Assets $6,800,000 
Surplus $2,210,000 
Surplus and Reserve $6,200,000 


STRONGEST CASUALTY 
COMPANY IN AMERICA 


CASUALTY COVERS 
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= THE HAPPINESS THRILL : 
When a person engages in the work of life underwriting with a re- = 
i 3 sponsible legal reserve life insurance company he enters the business 
= with a pleasurable thrill and if he leaves it, he leaves with many a regret- = 
= ful pang. 7 
= There are many men who were at one time a success in this busi- S 
3 ness who severed their connections because of personal enterprises or => 
= for other good legitimate reasons as they saw it. Some of these gentle- = 
== men now think they would like to return to the work in which they were = 
= previously successful, again to tread the trail where they found THE = 
= HAPPINESS THRILL. If their insurance records are clear with the re- => 
2 spective companies they represented we would like to hear from such = 
= men at this time. = 
2 This Company has at present General Agency and District Manager- = 
= ship openings at: - 
- California—Los Angeles, San Francisco, Oakland, Sacramento Be 
= and Fresno. = 
= Iowa—Des Moines, Sioux City, Cedar Rapids, Council Bluffs and = 
= __ Davenport. i ee 
= Michigan—Detroit, if Geend hanids, Leuting wail ‘Keliemanee = 
= vicinity. = =) 
: Minnseste~Minnsapilie, St. Paul, Duluth and Winona. ie’, = 
= Oklahoma—Oklahoma City and Tulsa. = 
= = Pennsylvania ~~“: adelphia, Pittsburgh, Scranton, Wilkes-Barre, == 
— Erie, Rea:tng, Harrisburg and Williamsport. = 
a 2 Texas—Dallas, Houston, Fort Worth, Waco and Amarillo. - 
== Washington—Seattle, Spokane and Tacoma. = 
= = Wisconsin—Superior, Ashland, Green Bay, Appleton, Neenah, 
= = Menasha, Racine, Kenosha, Beloit, Janesville, Eau Claire, 
2 Chippewa Falls, Madison and La Crosse. 
= Rupert F. Fry, President F. J. Tharinger, Asst. Sec’y and Mgr. of 
=> Accident & Health Department 
= Jno. E. Reilly, Sec’y & Treas. L. C. Cortright, Actuary & Ass’t Sec’y 
= The Old Line Life Insurance Company of America 
= Home Office Milwaukee, Wisconsin 
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